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Current Statistical Data Covering 100 Percent of Industry 


(Includes Investor-Owned Companies, Cooperatives, 
and Government-Owned Utilities) — September, 1960 


1960 1959 % 





NET GENERATION® (Kwhr in Thousands) 











Bh a ag |: 2 ee 51,141,092 | 48,.320.867 | + 538 

ME AGC EOE SATE S ors 5.5) 4)50:6 deal snsi nie 9 916 S.a00.8.86 IR 11,439,893 | 10,263,950 | + 11.5 
I IN Foes slo oa Sia) ateamre sie 4a cise ee ce wit 62,580,985 | 58,584,817 + 6.8 
Add—Net Imports over International Boundaries.......... 554,110 179,275 | +209.1 
eee ee (aay EEE “Sein ee ee on a Om A PR 170,852 167,143 | 2 
Ibess-—Emerey Weed by Producetcc. iii ccciccckesve sean 2,232,239 1,629,396 | + 37.0 
Net Energy for Distribution.............5.0.000850% 60,732,004 56,967,553 | + 6.6 

EQGt Gi TIMACCOUDICH TIE sous nc Sac veda ace seat cnceen en 3,338,005 2,960,201 | + 14.5 
Sales to Utimate Customers... .... 6.060 .0cecvees 57,343,999 54,007,352 + 6.2 








NUMBER OF CUSTOMERS —As of September 30 | | 








Mesiaential Or WOmestic. 6. 6.6 cc ek ccc sec eevcnees 49,770,489 48,046,242 2.3 
Rural (Distinct Rural Rates) .............0.eeeseeeeee 1,577,415 | 1,670,509 5.6 
Commercial or Industrial: See if , . 

Small Light and Power..... : 6,423,088 | 6,300,9% A ; Ae 

Large Light and Power.......... —— Sa 351.796 $52,412 — = 
Other Casters s.o5ess 0 ced sees oe Pia eamnacieets 200,806 193,778 rT 96 

Tatal Ultimate: Customers. «.oiic ce sccscasccienee. | 58,323,594 57,223,930 | + 19 

KILOWATT-HOUR SALES—DURING Month of September 

(Kwhr in Thousands) 
eenicdemitial OF DIOMESHC . <..<..cviacs oasis ccae secede cud ss 15,639,476 14,581,055 + 7.3 
Peubae (ioistiict Rural Mates). iciccc cas besases ed becws 1,364,215 1,343,221 1.6 
Commercial or Industrial: 

Small Light and Power........ bead creas heersverncane ent 10,783,702 10,164,228* 6.1 

Large Light and Power........... Do ddim emsxdnd ta recehpianara 27,269,080 | 25,805,812** 5.7 
Street and Highway Lighting......... Te epee yt 512,216 478,071 7.1 
Crier PGBiC AMIBOrGIOS occ oes esis cca sealncce cakicaawwan 1,384,795 | 1,210,501 14.4 
PUCECOACS AMG TERINWAYS 505.56 6is.5 ccm eae oo sb heewieaeea rs 323.183 364,353 — 11.3 
Deiterdepartniental .. i c.cc ccc cccccasss NA HAE tee 67,332 60,131 12.0 

Total to Ultimate Customers................0000; 57,343,999 54,007,352 6.2 

Revenue from Ultimate Customers (Thousands)................0.00000. $977,393 $921,444 6.1 


AVERAGE CUSTOMER DATA-—for 12 months ended | 
September 30, 1960 


Kalowatt-hours per Customer. .........0000000s0es00% 3,756 g,017 + 68 
VOLTAGE AMMUAL IN i i5a.5.04 a de.acdcnaadecdeaceacid sta $92.77 $88.28 + 5.1 
Revenue per Kilowatt-hour............ccccecccesccees 2.47¢ Zo1¢ | — 16 


* By courtesy of the Federal Power Commission. 
** Revised for comparison purposes. 
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27-29 


EEI Commercial Cooking and Water Heating 
Committee, Henry Grady Hotel, Atlanta, Ga. 


EEI-AGA Accounting Conference Final Work- 
ing Meeting, The Brown Hotel, Louisville, Ky. 


PEA Prime Movers Committee, Pittsburgh Hil- 
ton Hotel, Pittsburgh, Pa. 


EEI Prime Movers Committee, Dinkler-Tutwiler 
Hotel, Birmingham, Ala. 


PEA Transmission and Distribution and Sys- 
tems Operation Committees—Joint Meeting, 
Penn Harris Hotel, Harrisburg, Pa. 


EEI-AGA Taxation Accounting Committees, 
Deshler Hilton, Columbus, Ohio 


EEI Electrical System and Equipment Commit- 
tee, Chase Park Plaza Hotel, St. Louis, Mo. 


American Society of Heating, Refrigerating & 
Air Conditioning Engineers Semi-Annual Meet- 
ing, Conrad Hilton Hotel, Chicago, III. 


Missouri Valley Electric Association Industrial 
& Commercial Sales Conference, President Ho- 
tel, Kansas City, Mo. 


ASME Gas Turbine Power Division Conference, 
Shoreham Hotel, Washington, D. C. 


EEI Meter and Service Committee, Netherland 
Hilton Hotel, Cincinnati, Ohio 


EEI Accounting Division Executive Committee, 
Shoreham Hotel, Washington, D. C. 


EEI Industrial Relations Committee, Mayflower 
Hotel, Washington, D. C. 


EEI Sales Conference, Edgewater Beach Hotel, 
Chicago, III. 
American Power Conference, Sherman Hotel, 
Chicago, Il. 
Southeastern Electric Exchange Annual Con- 


ference, Boca Raton Hotel & Club, Boca Raton, 
Fla. 


EEI Electric Power Survey Committee, EEI 
Headquarters, New York City, N. Y. 
PCEA Engineering and Operating Section, Am- 
bassador Hotel, Los Angeles, Calif. 
ASME Oil and Gas Power Conference and Ex- 
hibit, Jung Hotel, New Orleans, La. 


EEI Insurance Committee, Cavalier Hotel, Vir- 
ginia Beach, Va. 
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Missouri Valley Electric Association Engineer- 
ing Conference, President Hotel and Municipal 
Auditorium, Kansas City, Mo. 


PCEA Business Development Section, Sheraton- 
Palace Hotel, San Francisco, Calif. 


EEI-AGA National Conference of Electric and 
Gas Utility Accountants, The Chase Park Plaza 
Hotel, St. Louis, Mo. 


EEI Industrial Relations Committee, Roosevelt 
Hotel, New Orleans, La. 


EEI Accident Prevention Committee, Edgewater 
Beach Hotel, Chicago, I] 


Indiana Electric Association, 21st Annual Young 
Men’s Utility Conference, Severin Hotel, Indian- 
apolis, Ind. 


NELPA Engineering & Operation Section Joint 
Meeting with Personnel and Safety Section, 
Sheraton-Portland Hotel, Portland, Ore. 


PCEA Administrative Services Section, Villa 
Hotel, San Mateo, Calif. 


EEI Prime Movers Committee, Milwaukee, Wis. 


EEI Transportation Committee, Sheraton Hotel, 
Philadelphia, Pa. 

EEI Statistical Committee Joint Meeting with 
New England Council, Schine Inn, Chicopee, 
Mass. 

EEI Purchasing & Stores Annual Meeting, The 
Shamrock Hilton, Houston, Texas 

PCEA Annual Convention, Sheraton Palace Ho- 
tel, San Francisco, Calif. 

EEI Hydraulic Power Committee, Spokane, 
Wash. 


NELPA Accounting and Business Practice Sec- 
tion, Medford Hotel, Medford, Ore. 


EEI Annual Convention, Waldorf Astoria, New 
York City, N. Y. 

NELPA Business Development Section, Banff 
Springs Hotel, Banff Springs, Alberta, Canada 

AGA Managing Committee, Homestead, Hot 
Springs, Ark. 

ASTM Annual Meeting, Chalfonte-Haddon Hall, 
Atlantic City, N. J 

American Society of Heating, Refrigerating and 
Air Conditioning Engineers Annual Meeting, 
Denver, Colo. 
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The Electric Industry 


Enters the lls 


By Sherman R. Knapp 


President, Edison Electric Institute, and 
President, The Connecticut Light & Power Co. 


URING 1960, a year in which the American economy as 

a whole followed a somewhat uneven path, the electric 

utility industry continued its record-making growth, 
substantially advancing toward the level of power-producing 
capability expected by the end of the decade. 

By 1970, investor-owned electric companies plan to have 
doubled their present capability and their production. By 
1980, they expect both capability and production to be nearly 
quadrupled. 

Production Record Set 

According to preliminary figures, electric energy output 
(including imports from Canada) by the total electric utility 
industry in the contiguous United States (i.e., exclusive of 
Alaska and Hawaii) is estimated to have reached a record 
high of 764.8 billion kilowatt-hours during 1960, an expected 
increase of some 45.3 billion kwhr, or 6.3 percent over 1959. 

With the addition of the electricity generated by industrial 
plants and by railways not contributing to the public supply, 
and of generation in Alaska and Hawaii, the United States’ 
output is expected to have reached a record total of 850 bil- 
lion kwhr in 1960. 

Production of electricity within the United States (includ- 
ing Alaska and Hawaii and excluding imports) reached a 
record high of 845 billion kwhr. 


Capability at New High 

In December of 1960 the power-producing capability of the 
electric industry in the contiguous United States is estimated 
to have reached a new high of 175.9 million kilowatts (Fig. 
1). This was an increase of 12.6 million kw, or 7.7 percent, 
over the 1959 figure of 163.3 million kw. Of the industry’s 
total of 175.9 million kw of capability, 134.0 million kw, 
or 76.2 percent, were provided by investor-owned compan- 
ies. The remaining 41.9 million kw, 23.8 percent of the 
total, were provided by government-owned or govern- 
ment-financed power agencies. 

The nation’s total electric generating capability, including 
railway and industrial plants not contributing to the public 
supply, is estimated to have reached approximately 193 mil- 
lion kw, an increase of some 13 million kw over 1959. Includ+ 
ing Alaska and Hawaii, total capability available to,’the 
United States is estimated to be about 193.9 million kw. 
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With an estimated annual peak demand in 1960 of 
over 139 million kw, the electric industry in the con- 
tiguous United States had 35.6 million kw of reserve 
capability, or a 25.5 percent margin of capability over 
the estimated annual peak. This margin of reserve was 
more than the total electric power-producing capability 
of the nation in 1935. 


Lead Over USSR Increased 

At the close of 1959 the Soviet Union reported a 
total of 59.1 million kw in electric generating stations. 
During 1960, an estimated 7.5 million kw were added, 
bringing Russia’s total generating capability at the 
end of 1960 to an estimated 66.6 million kw. Thus, the 
United States’ kilowatt lead over the Soviet Union 
incr2ased by 6.3 million kw during 1960, from 121 mil- 
lion kw a year ago to 127.3 million kw today. 

The amount of electricity used by each person in a 
nation provides a good indication of the nation’s total 
productive capacity and of the well-being of the people. 


In 1960, the estimated use was 4,716 kwhr for every 
man, woman, and child in the United States. In the 
Soviet Union, estimated use was 1,322 kwhr per capita. 

But the real importance of the continued growth of 
the American electric industry cannot be measured in 
terms of an economic race with the Soviet Union. The 
proper measure of the value of the American electric 
industry is in terms of the benefits electric service has 
brought, and will increasingly bring, to the American 
people. 

Construction Program 

In maintaining their construction programs at the 
high level needed to meet increasing demands for elec- 
tricity, the electric companies brought both revenues 
and employment opportunities to the many .industries 
and enterprises which supply them equipment and 
materials: The companies’ total construction expendi- 
tures for the year were $3.35 billion, bringing the total 
investment in electric plant and equipment up to ap- 
proximately $46 billion at the end of the year (Fig. 2). 

The electric companies’ construction expenditures 
during 1960 equalled approximately 9.5 percent of all 
the construction expenditures of American industry 
during the year. The companies’ expenditures on new 
plant and equipment during 1960 were their fourth 
largest in history. For 1961, construction expenditures 
are expected to increase to about $3.41 billion. 


New Record for Sales 
It is estimated that sales of the electric industry in 
1960 reached a new high of 667.4 billion kwhr (Fig. 
3), and were classified as follows: 
Billion Kwhr 


Customer 1960 Sales Percent Increase Percent 
Cheeipeotions ion eke) af Tetek __Oner 1080 _fncvwem 
Large industrial 323.5 418.5% 14.7 4.8% 
Residential 188.9 28.3 15.5 8.9 
Commercial 114.4 17.1 ton Be 
Other 40.6 6.1 2.8 7.4 
Total 667.4 100.0% 40.7 6.5% 


New Customers 
Use of electricity in the American home continued 
to increase during 1960. Of approximately 1.1 million 
new customers the electric industry in the contiguous 
United States added in 1960, about 94 percent were 
residential and rural customers. Of the total 58.6 mil- 
lion customers served by the industry at the end of the 
year, approximately 50 million were residential. On 
the average, the use of electricity by each of these 
families was 3,815 kwhr—an increase of 230 kwhr 
over the previous record in 1959. 
Revenues for 1960 
Gross revenues for all departments of the investor- 
owned electric companies in 1960 are expected to reach 
$11.5 billion, 6.5 percent higher than the former record 
of $10.8 billion set in 1959 (Fig. 4). 


Benefits of Electricity 
Electricity makes it possible for men to increase 
their productivity. It helps industry make more goods 
at lower cost. Without it, our industrial society could 
not operate. No matter where a person lives in America, 
or how he earns a living, electricity contributes to 
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naking his work less arduous and his life more com- 
fortable. 

But the nation’s electric companies contribute to the 
American economy in other ways. For example, they 
onstitute one of the most important sources of tax 
evenue in the country. 


Taxes 

For 1960, it is estimated that the investor-owned 
electric companies will have a total tax bill on their 
electric operations of approximately $2.35  billion— 
approximately $160 million more than in 1959. These 
payments are to all levels of government—Federal, 
state and local—with the Federal government getting 
the greatest share. 

Had the companies not maintained their record of 
growth, if their net income had decreased rather than 
increased, their tax payments would have been lower. 
Through these tax payments the strength of the electric 
companies helps supply sinews to the national defense, 
and contributes to the functioning of government in 
other essential areas as well. Paradoxically these tax 
payments also contribute to the support of the various 
government power agencies which are thus able to 
supply their customers with subsidized, tax-free elec- 
tricity. 

Taxes constitute the electric companies’ largest sin- 
gle item of expense. As in any business, these taxes are 
paid by the consumer: the customer of the electric 
companies. In effect, the companies are acting as tax 
collectors for government. During 1960, out of each 
dollar an electric company customer paid for electricity, 
24.1 cents went for taxes. Customers of government- 
owned and government-financed power agencies, on the 
other hand, pay only about 3.5 cents out of each dollar 
they spend for electricity, despite the fact that their 
electricity is provided with the help of taxes gathered 
from others. It seems reasonable to hope that some 
means can be found for each consumer of electricity 
to share equitably in the cost of government through 
his electric bill. 


Wages and Salaries 
During the year, electric companies provided em- 
ployment for approximately 340,000 men and women. 
For 1960, the electric companies paid out in wages and 
salaries close to $1.6 billion, an estimated increase of 
3.9 percent over the 1959 figure of $1.54 billion. 


Fuel Cost 
The nation’s electric companies purchased about 
$1.48 billion worth of coal, oil, and gas during 1960, 
about 4.2 percent more than the $1.42 billion spent for 
this purpose in 1959. 


Inflation and Electric Rates 
The problems of rising costs for the electric com- 
panies have been widely recognized by the regulatory 
agencies. The commissions continue to recognize the 
effects of inflation in practically all aspects of opera- 
tional and capital costs, and the necessity for the finan- 
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Figure 4 


cial strength essential to the provision of adequate 
electric service. 

From 1946 through the first 11 months of 1960, ac- 
cording to tabulations of EEI, there were 597 applica- 
tions for rate increases involving 226 companies. Of 
these 597 applications, 536 were granted, 24 are pend- 
ing, 13 were withdrawn, and 24 denied. The 1960 record 
to December shows 32 actions. Twenty increases were 
granted, one was denied, and 11 of the 1960 applications 
are still pending. However, because of the sliding scale 
nature of the rates, the average price per residential 
kilowatt-hour sold in 1960 was less than it was in 1959. 

, 
Record Week ; 

For the seven days ended Dec. 24, the industry pro- 
duced 15,114,000,000 kwhr—setting a néw record for 
weekly output. In this one week, the industry produced 
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Figure 5 


some 900 million more kilowatt-hours than it had gen- 
erated during the entire year of 1914 (Fig. 5). 


Some Predictions for 1961 


For 1961, the electric companies plan to expend about 
$3.41 billion for new plant and equipment. During the 
year, they plan to add about 7.5 million more kilowatts 
of generating equipment. Governmental agencies are 
expected to add another 3.8 million kw during the year. 
The expected capability for the total industry in con- 
tiguous U.S. at the end of the year is 187.2 million kw, 
6.5 percent over the 1960 figure. 

By the end of 1961, electricity output in the United 
States, including Alaska and Hawaii, is expected to be 
7 percent higher than in 1960, totaling some 910 billion 
kwhr. Sales by all parts of the industry in the contig- 
uous United States are estimated to reach a new peak 
of 715 billion kwhr, 7.2 percent over the 1960 record. 
The number of customers is expected to increase to 
59.8 million by the end of the year. The investor-owned 
companies should increase their revenues by about 6.8 
percent over 1960, reaching $12.25 billion for 1961. 


Increased Sales Efforts 
Growth of these proportions is not achieved without 
effort. As in the past, the electric companies expect to 
encourage growth in every way possible. Increased sales 
efforts in the industrial, commercial, residential, and 
rural areas play a large part in the companies’ plans. 


One hundred and forty-two companies have joined 
together to take part in the Live Better Electrically 
Program of the Edison Electric Institute. This national 
advertising program will have a budget of $2.6 million 
in 1961. It will vigorously promote residential use of 
electricity, with emphasis on the Medallion Home and 
on the use of major electric appliances. The use of elec- 
tricity on the farm is to be encouraged through a series 
of advertisements in major farm journals. 


Nuclear Power 

During 1960, the electric companies’ program for de- 
velopment of nuclear power made substantial gains. 
The nuclear power station of the Commonwealth Edison 
Co.-Nuclear Power Group began commercial operation 
in Dresden, Ill., during the year. This 180,000-kw sta- 
tion, completely financed through voluntary investment, 
is the largest atomic plant in the United States. 

The Yankee Atomic Electric Co., made up of 11 New 
England electric companies, completed and put into 
operation a 136,000-kw nuclear power plant located at 
Rowe, Mass. 

Including the two plants which began operation dur- 
ing the year, five electric company nuclear power plants 
are now in operation in the United States. Two more 
are expected to come into operation during 1961, which 
will bring the total of nuclear-fueled power capacity 
in the nation to about 760,000 kw by the end of the 
year. 

At the end of 1960, a total of 132 electric power com- 
panies were participating in one or more of 26 major 
projects for the development and construction of atomic 
power plants, and for major research, development and 
study projects. This broad program involves a total 
utility company investment of over $650 million. 


Research Programs 

To meet the power needs of the American people 
in years to come, the nation’s investor-owned electric 
companies are intensifying their varied research ac- 
tivities. One aspect is reflected in the establishment 
of a new research division within the EEI organization. 
This division will be concerned with a number of im- 
portant research projects of industry-wide interest. 

The research efforts of the electric companies are 
directed towards a multitude of subjects. They include 
work in all phases of the generation, transmission, 
distribution, and use of electricity. “Exotic” power 
sources, such as the fuel cell, the thermionic tube, the 
thermoelectric generator, and devices making use of 
the principle of magnetohydrodynamics, are being 
carefully explored. 


Value of Electric Service 
One of the chief problems that faced the elec- 
tric companies during 1960, and that will continue to 
face them during 1961, is the problem of rising costs. 
To combat these costs, electric companies work con- 
stantly to increase their efficiency—and the results 
have been good. 
It took 10 pounds of coal to produce one kilowatt- 
(Continued on page 20) 
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Live Better Electrically Women’s Conference: 


Total Electric Homes 


Seen as Stimulant 


to Building Industry 


HE total electric concept of the home was stressed 

at the Live Better Electrically Women’s Con- 

ference in Chicago, Jan. 12-14, as the stimulant 
needed by the electric industry and its allies to create 
a new upward trend in the present building slump. 


Total Eletric Home Sales Efforts Urged 


J. H. K. Shannahan, Assistant Vice President, Amer- 
ican Electric Power Service Corp., in keynoting this 
fifth annual conference sponsored by the Institute’s 
LBE Program, called upon the industry to apply its 
sales efforts to the total electric home. (See story on 
page 15.) 

“From here on,” Mr. Shannahan said, “the housing 
industry is going to be on the spot to produce better 
housing, if new housing is to grow. Like appliances, 
housing must be more than new; it must be better. 

“We are also on the spot here, as an industry, and 
as companies,” Mr. Shannahan continued. “In our 
Medallion Home program, we have a natural for the 
housing problem. We have seen that the public needs 
better, newer housing. The Medallion is supposed to 
stand for just that—electrically speaking. We have the 
opportunity to identify this electrically better home 
with the Medallion. It takes work and effort. It also 
takes courage to demand quality and not seek just 
quantity alone. Medallion standards need careful cher- 
ishing and guarding lest the Medallion lose its value to 
us and to our customers.” 

“.. . Our customers will be demanding better appli- 
ances and better housing in the days ahead, and it will 
be tougher to demonstrate that what is offered is bet- 
ter,” Mr. Shannahan said. “We are in a space age, and 
technological developments come fast. We must be care- 
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ful lest we be left at the curbstone, horse in hand, as 
competition goes by in a jet. We must utilize all our 
efforts to continue the customer on the straight and 
narrow path to the total electric home.” 

R. L. Albaugh, System Supervisor of Residential 
Sales, Indiana and Michigan Electric Co., further en- 
dorsed the note struck in the keynote talk. 

“For years,” Mr. Albaugh said, “the problem in the 
housing industry has been how to make housing cheap 
enough to let people buy what they needed. Now sud- 
denly the problem is reversed, or turned upside down— 
the shelter shortage is over. The problem now is how 
to make housing good enough and desirable enough so 
people will want what they can now afford.” 

The Gold Medallion Home program of the electrical 
industry, Mr. Albaugh told the conference, offers the 
builder the sales plus advantage he now needs. 

C. E. Anderson, Manager of Sales Promotion for the 
Virginia Electric Power Co., called upon the home serv- 
ice departments of utilities to gear themselves for 
meeting this expanded program. “The selling era is 
here,” Mr. Anderson told conference members. He em- 
phasized the need to create in the total electric concept 
a consumer understanding and appreciation of the ad- 
vantages of electric heating. 


The Big Breakthrough 


G. W. Ousler, Assistant to the President of Edwin 
L. Wiegand Co., called electric heating the big break- 
through and most important factor in the total électric 
concept of the home. (See story on page 11.) 

E. A. Campbell, Manager, Better Light Better Sight 
Bureau, told the conference that an interior designer 
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This statement by Westinghouse Electric Corp. is typical of 
the support which is given the electric utility industry by 
the nation’s most prominent appliance manufacturers. 





General Electric Co., which organized the Live Better Elec- 
trically program, is also cooperating with the Institute in 
its promotion of Live Better Electrically and ‘Flameless.’ 


was able to remove lighting outlets from the home with 
a wave of her hand, but all the efforts of the electric 
and lighting industries have had difficulty in adding 
any. 

In his address, “See Your Home Service Program in 
a New Light,” he said that a single 100-watt bulb 
in each of the 50 million homes in the nation would 
add 2.5 billion kwhr of residential consumption each 
year, for $62.5 million in additional revenue. 

“But in 36 years our industry hasn’t quite been able 
to do it,” Mr. Campbell said. “In 1924, there were 21.7 
light bulbs in the home. In 1960 there were 22.6. Aver- 
age wattage is up from 44 to only 64, leaving the con- 
nected load not dramatically higher. Of course, the 
lumens are up, but lumens don’t necessarily pay off in 
dollars, and part of our job is building revenue. 

“So. here is my own recipe for selling lighting: (1) 
Get the lighting into the home by making it simple but 
important. *You need X number of watts in this room 
so that you @&. see where you are going.’ Period. (2 
Get the custome: to use the lighting. Counter-sell the 
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The Kelvinator Division of American Motors Inc. is another 
appliance manufacturer which utilizes the Live Better Elec- 
trically advertising trademarks in many of its product ads. 





1961 Media Plan 


Ralph Zeuthen, Manager of the Institute’s Live 
Better Electrically Program, at the LBE Women’s 
Conference in Chicago, presented the 1961 media 
plan for national advertising. 


The plan includes: 


OT CRE Me $ 834,000 
Saturday Evening Post, 13 insertions.. 655,000 
Better Homes & Gardens, 12 insertions 436,000 
Reader’s Digest, 6 insertions........ 208,000 
NE 8a a nstn s wis bse Licvesase LOBOS 
Trade, 16 inservtions....... 05.6000 0600543 42,000 
SR ee rr eee $2,275,000 











depression-day dogma of ‘turn off the lights.’ We would 
be saying, “Turn ’em on and leave ’em on’ for safety’s 
sake, for comfort’s sake, for beauty’s sake. Even an old 
Civil War rifie butt looks better when it’s lighted. And 
rifle butts, as decorative pieces, don’t consume the elec- 
tricity we’re selling, but bulbs do. (3) And finally, talk 
to people in a language they will understand. You are 
experts. Tell them what you would do; tell them why, 
if you can.” 

Miss Evelyn Hansen, Home Service Director, Utah 


Power & Light Co., told the conference that 20 eight- — 


hour working days each year can be saved when the 
homemaker uses an electric clothes dryer. She cited a 
survey made by Ohio State University which showed 
that it takes 28 times as long to hang out an eight- 
pound load of clothes as it does to put them from the 
washer to the dryer. 

Mrs. Marguerite Fenner, Director of Home Eco- 
nomics, Pacific Gas and Electric Co., and Chairman of 
the EEI Home Service Committee, said her company’s 
home economics program employs the mass approach, 
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there is a staff of only 12 home economists serving 

525,000 residential electric customers. 

“Our program is divided into three main parts— 

ird-sell promotional activities through which we add 

»~w load to our lines; subtle selling activities—the 

jective of which is to increase the use of existing ap- 

iances—and educational activities, through which we 
ach teenagers—our future customers,” Mrs. Fenner 

id. 

“We feel that the subtle selling approach is one not 

be overlooked in a balanced program,” she continued. 

Here we are working with already organized groups, 

ich as women’s clubs, PTA, church organizations, 
ete. This year our program folder, which is mailed to 
the program chairman of every group throughout our 
ystems, offers 11 lectures. These cover the importance 
of a good breakfast, low-cost main dishes, kitchen plan- 
ning, portable appliances, home freezing, home light- 
ing, and entertaining. Entertaining is always more 
appealing to these groups than any other subject; 
therefore, we have programs of parties for the young 
fry, outdoor entertaining (quite naturally in Califor- 
nia), holiday entertaining and... ‘Easy-Do Parties— 
Electrically.’ 

“Each year we produce two new slide programs and 
retire two, and one of the new ones is ‘Easy-Do Par- 
ties,’ which is built around the booklet by the same 
name,” Mrs. Fenner said. 

“In giving a slide-lecture, we feel it is important 
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This important ad, 
used by the Califor- 
nia Electric Power 
Co., reminded cus- 
tomers that full 
housepower is nec- 
essary to enjoy all 
the benefits of mod- 
ern electric living. 
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... Just call your 
ELECTRICAL 
CONTRACTOR 


Ask him for a HOUSEPOWER 
rating. 


A HOUSEPOWER rating will show 
you whether your home has 
enough wiring to provide all the 
electricity required by your pres- 
ent appliances .. . and if you'll 
need more wiring for the appli- 
ances you want to own. 


If your home does need more 
HOUSEPOWER — and 4 out of 5 of 
today’s homes do—the additional 
wiring, outlets and switches can 
be added quickly ... neatly... 
economically. And your electrical 
contractor can improve your 
home’s lighting, too. Call him 
today. 


CALIFORNIA 
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HE MEANS YOU 
CAN FREEZE ANYTHING 
4 HOURS FOR 
ONLY | PENNY 





__.. ELECTRICITY'S._ PENNY-CHEAP FROM NSP 


Northern States Power Co. has added a humorous touch to its local advertising, which has been very successful. This is one of a 
series of ads in which the company uses a comic treatment of non-English captions to sell customers on benefits of electricity. 


for the home economist to give a short introduction 
so that the audience becomes acquainted with her be- 
fore the lights are turned down,” she added. 

Ralph Zeuthen, Manager of the LBE Program for 
EEI, presented a report on the LBE program, “It’s a 
Woman’s World.” 

A motivation study made by LBE of the American 
householder in 11 markets showed that middle majority 
women—that is, 75 percent of the American women 
whose family income is between $4,000 and $8,000- 
feel that: 

e Working at housekeeping is necessary to gain and 
hold affection of husband and family. 

e They may not know how to use more leisure time 
effectively. 

e Their husbands aren’t sold on the modern emanci- 
pated woman. 

“If we probe deeply into the woman’s mind,” Mr. 
Zeuthen said, “we discover that she is greatly con- 


cerned about working as hard as her husband does, 
carrying her full share of the family burden. 

“She admits that she wants more and more: appli- 
ances to ease her hard work and reduce her hours of 
work. But she holds back from buying appliances if 
we who advertise and sell them make it appear to her 
family that the woman with a house full of appliances 
has nothing to do. 

“She is not lazy and she doesn’t want to appear so. 

“Instead of simply pampering her, we must show 
that appliances benefit her family by giving them a 
cleaner, more healthful, more efficient home,” Mr. Zeu- 
then continued. 

“She knows—and we must recognize-—that the man 
of the house, who makes the buying decision, will over- 
come his price objection to new appliances if he believes 
that these appliances are good for his wife, himself 
and his children. 

“Thus our ads must not show glamour girls on their 

(Continued on page 24) 
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By G. W. Ousler 
Assistant to the President, 
Edwin L. Wiegand Co. 


| NE of the important factors contributing to the 
financial success of utility companies is load 
growth. Most of us are familiar with the growth 
pattern in the last two decades — total sales more than 
doubled from 1940 to 1950, and again the 1960 sales 
were more than twice those of 1950. 

A similar pattern of growth was true in the residen- 
tial market. The 1950 average annual kilowatt-hour use 
per residential customer was double that of 1940, and 
the figure for 1960 is double that of 1950. 

This is a great record. 

Looking ahead, forecasts made by many reliable 
sources indicate that, once again, the 1970 residential 
use will be double that of 1960. This would mean an 
average annual use per residential customer in 1970 of 
7600 kwhr. That is a fine objective, if it can be ac- 
complished. 

But it is unrealistic to think that we can double the 
average annual use per residential customer in the next 
10 years merely because that has been the pattern for 
the last two decades. When this pattern of past growth 
is carefully scrutinized, there is no valid basis to sup- 
port a forecast of 7600 kwhr annual use per residential 
customer in 1970, unless the entire electric industry, 
agressively, forcefully, and continuously, sells the total 
electric living concept, the cornerstone of which is 
electric heating. 

One glance at a growth curve will support this state- 


An address before the 5th Annual Live Better Electrically Women’s 
Conference, Chicago, Ill., Jan. 13, 1961. 
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ment. Since World War II the residential growth curve 
has had an upward trend. Kwhr gains each year ex- 
ceeded the gains of a previous year, until we reached 
1954. From then on the curve flattened, and in spite of 
active promotion by the industry, we have gained about 
200 kwhr each year for the last six years. Unless this 
growth line can be changed to an upward trend, we are 
headed for a 50 percent growth in the next decade, 
instead of repeating our past record of doubling each 
10 years. 

The estimated gain of 235 kwhr in average annual 
use per residential customer in 1960 may be an indica- 
tion that the trend of growth is again starting upward. 
If this is true, I think it is reasonably accurate to as- 
sume that the change in direction may be due primarily 
to the addition of the 250,000 electrically heated homes 
that have been added to the utility line in the last two 
years. A quick calculation will show that one-half of 
these additional homes would contribute 35 kwhr to the 
1960 gain. 

Reaching a goal of 7600 kwhr in 1970 is quite a 
challenge, but it can be done. Fortunately, we have a 
new electric application — electric heating — and it’s 
available right now. Electric heat, by itself, uses about 
four times the total average annual use per residential 
customer in 1960. Electric heating can be the veritable 
backbone of utility growth for several decades} ahead. 
To say this in reverse, there are many powerful penal- 
ties of stagnation, and I think we’ve had.some of that, 
too. 








Two or three years ago manufacturers and utilities 
were moving with a great deal of caution to avoid any 
premature plunge into electric heating. Many utilities 
were concerned about the profit margin even at existing 
rates. However, in my contacts over most of the United 
States during the last year, I found that a great many 
utilities are now taking a positive position toward elec- 
tric heating, and have developed strong programs to 
promote this application. Many of them have provided 
special rates for electric heating. 


Optimism Warranted 

Therefore, I think we can face the next decade with 
considerable optimism in reaching a goal of 7600 kwhr 
average annual use per residential customer, but we 
can’t reach it “just doing what comes naturally.” 

In past years, new major load-building appliances, 
such as ranges, water heaters, dryers, and television 
appeared on the market to help build load. Now electric 
heating is here, and it will be the major factor contrib- 
uting to duplicating our past performance of doubling 
the average annual use per residential customer in the 
next 10 years. 

Why this optimism about the acceptance of electric 
heating by utility customers, and the potential load 
growth that it offers to the electric industry? I think 
there is a very simple answer to this question. Electric 
home heating is a brand new concept in living comfort 
and convenience suitable for any home under the right 
conditions. It is flameless. It is clean. It is convenient. 

It is efficient. Every bit of energy is converted to 
heat. There are no flue or duct losses, nor losses of 
combustion. Only in an electric heating system do we 
get 100 percent utilization. 

It is flexible. There are no radiators or grills to 
limit furniture placement. There is no need for a chim- 
ney, ducts, tanks, or bins. This all adds to more usable 
floor area, which women like. 

It is convenient. Heat in each room is individually 
controlled. You can enjoy the living room at 70°, a bed- 
room at 60° or a bathroom at 80°. Dial the temperature 
you want in each room for individual comfort. 

It has the lowest maintenance—no moving parts, no 
furnace, pipes, ducts or chimney. In fact, there is noth- 
ing to get out of order. 

And of course it is safe. And this is very important. 

It is really the modern method of heating and the 
cost is reasonable for the benefits obtained. 


Concern for Cost 

I think our electric industry is more concerned about 
cost than our customers. Certainly past experience 
proves that many people are willing to pay a little more 
for something better. 

We can all recall a few decades ago when the electric 
clock came into being with a $25 price tag, and the 
spring-wound version had been selling everywhere for 
98 cents. Salesmen made only two claims: it was accu- 
rate to the second, and you didn’t have to wind it when 
you put the cat out at night. 

Grandma put aside her cornstalk broom in favor of 
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the electric vacuum cleaner at a hundred times the 
initial investment, while grandpa figured that whatever 
the cost of operation would be, it was surely more ex- 
pensive than “wife-power.” Yet only two benefits were 
stressed—it was cleaner and it was healthier. 

The electric refrigerator ended an era of jokes about 
the iceman, and it was sold mainly on the idea of no 
fuss or muss, and it was completely automatic. And it 
surely cost a lot more than ice. 

I cite these few examples for only one reason. In the 
past, this electric industry has always been successful 
in selling these new electric applications primarily on 
their benefits. It seems to me that electric heating, with 
so many benefits that can be offered to the American 
public, will be just as readily accepted by our customers 
as were other major appliances in past years, if the 
industry gets behind it, as they give promise of doing. 

Where does electric heating stand today and wha: is 
the potential in the next decade? 

According to a special report made by Electrica! 
World last September, there were half a million elec- 
trically heated homes in the United States in 1958. At 
the end of 1959, the number was two-thirds of a million, 
and the estimate for the end of 1960 is three-quarters 
of a million. EEI is quoting 860,000 electrically heated 
homes in 1960. 

It is also interesting to note that in 1959 the addition 
of 103,000 electrically heated homes represented only 
6.6 percent of all new homes constructed in that year, 
while the 1960 gain of 137,000 electrically heated homes 
was almost 10.1 percent of new homes constructed that 
year. In one year, that represents a 50 percent gain in 
percentage of new homes going to electric heat. This 
certainly represents progress. 

While it is true that the regions ‘having the greatest 
saturation of electrically heated homes are on the Pa- 
cific Coast and in the Southeastern area, it is extreme- 
ly interesting to note that excellent progress has been 
made in the last two years in other regions of: the 
country, particularly in the colder areas. The following 
shows the two-year growth rates in various regions of 
the country, excluding the Pacific Coast and the South- 
eastern areas: ' 


New England .......... 300% 
Middle Atlantic ........ 53% 
East North Central .... 111% 
West North Central .... 264% 
[So a 96% 
West South Central .... 382% 


These percentage growth rates compare to less than 
a 40 percent growth rate in the Pacific Coast region and 
in the South Atlantic and East South Central regions 
combined. 

This is conclusive evidence that the market for elec- 
tric heating is universal and is not confined merely to 
warmer climates. 

Now what about the next decade? Forecasts from 
several reliable sources estimate an addition of 1314 
to 15 million new dwelling units in the United States 
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the next 10 years. This vast number of new homes 
fers an extremely broad potential for electric heating. 
ut we cannot be satisfied with 10 percent of this mar- 
et, the 1960 experience. Our sights must be raised. I 
stimate that at least 35 percent of this new home mar- 
et must have electric heating if we are to come within 
hooting distance of doubling the 1960 average annual 
whr use per customer in 1970. 


Old Home Market 

What about the importance of the old home market? 
What about its size? There are 50 million homes in the 
United States. Some are old, some are relatively new. 
| think it’s safe to assume that in many of these homes 
there is a room or two, so located, that is difficult to 
heat with the existing heating system. Or an additional 
room is being planned that the present heating plant 
cannot adequately serve. Let’s assume that only 10 
percent of these existing homes meet the conditions 
which I have just cited. That’s an immediate market of 
5 million homes for supplementary heat. And what a 
natural for electric heat—particularly baseboard, which 
is inexpensive to buy, easy and quick to install. No, it’s 
not a complete job; it’s not a total electric home, but 
it’s a start with electric heat. When the customer ex- 
periences the satisfaction and convenience of this new 
source of heat, he then becomes a booster and a sales- 
man for this application. He also may become a pros- 
pect for a future new home, electrically heated. 

In the past, many of us promoted electric roasters 
to give the housewife her first experience with electric 
cooking. I am sure that in most cases this led to the 
ultimate purchase of an electric range. We should profit 
from this past experience and actively promote supple- 
mentary electric heating for the old home. It’s a big 
immediate market, and it will be a substantial influenc- 
ing factor on the new home market. 

There is also the possibility of conversion to total 
electric heat in the old home. I was interested in read- 
ing a statement in the 1959 Annual Report of American 
Electric Power. A figure was quoted that of the 5300 
electrically heated homes added to the American Elec- 
tric Power system in 1959, 23 percent were conversions. 

So, in looking ahead, we have available to us three 
important segments of the residential market: 

e Supplementary electric heating in the present 
home, or in rooms added to the present home. 

e Complete conversion of an old home to total elec- 
tric heating. 

e The new home market. 

What a marvelous opportunity for the entire electric 
industry. 

No Magic Needed 


We need no magic to sell electric heating. It is a 
reality; it is here. Families can now enjoy the incom- 
parable comforts of this new flameless electric heat 
with separate thermostats to enable them to set the 
temperature they want in each room. It seems that all 
we need to do is to use the same selling techniques 
which we have used in the past. If we know the advan- 
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tages of electric heat, and have enthusiasm for it, I 
think electric heat can be sold on its own merits. But 
we must learn to present the benefits in simple, human, 
and non-technical language. 

The entire industry has been awakened to this new 
challenge. As we all know, EEI is actively conducting 
a national Live Better Electrically program. It has 
assumed the responsibility of leadership in this im- 
portant promotion. Manufacturers, such as General 
Electric Co. and Westinghouse Electric Corp., are in- 
tegrating their national programs with EEI’s activity 
to produce an electric industry approach to this im- 
portant residential market. More and more utilities are 
taking the lead at the local level in promoting electric 
heating by organizing the market, advertising to gain 
acceptance, selling hard in whatever manner is re- 
quired, and making sure that the customer is satisfied. 
And that last point is important at this stage. 

We must convince the home owner that complete 
electrification of the home is the only way to provide 
maximum comfort and convenience. Obviously this in- 
cludes electric cooking, electric water heating, electric 
clothes drying, electric cooling and lighting, as well as 
electric heating. 

However, if the major emphasis of our mass educa- 
tional job is directed primarily to electric heating, the 
force of this activity will carry along with it the other 
major electrical appliances. I can hardly imagine a 
home that is heated electrically having anything other 
than electric appliances for cooking, water heating, 
clothes drying, etc. 


Money and Man-Power 


But to produce results in the next 10 years will re- 
quire money and man-power. I realize that the chief 
executive officer of a utility company has no easy task 
maintaining or increasing earnings in the face of con- 
stant increase in the cost of doing business. But in- 
creased activities and additional money must be found 
to develop this new electric heating market. It is up to 
the sales vice president to justify these promotional 
costs to his president. And probably just as important, 
and in some cases more important, the sales officer 
must be sure he is spending money effectively in his 
present budget. 

Every utility company should train all of its em- 
ployees in the fundamental benefits of electric heating 
and some idea of its reasonable costs. They don’t have 
to be able to design installations, nor do they have to 
make direct sales. However, they should be informed 
to a point so that in any discussions they have with 
their social friends, their business contacts, their 
neighbors, etc., they will be able to tell an intelligent 
benefit story, and emphasize that the cost is less than 
their friends might think; and that electric heating 
deserves their earnest consideration for remodeling, 
adding a room, or in a new home. 

Secondly, many utility companies have home service 
departments. In line with my comment that all sales 
personnel should be used most effectively, I think home 
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These ads are planned for national consumer magazines 


in 1961 by the Live Better Electrically Program to help 
stimulate sales of electrical appliances, and electricity. 


service activities should be carefully scrutinized to 
determine if their present activities on this subject are 
as productive as they might be. 

Generally speaking, the major activities of home 
service departments include demonstrations and lec- 
tures pertinent to the proper use of the major appli- 
ances, such as ranges, washers, dryers, lighting, etc. 
Home service personnel operate cooking schools, light- 
ing schools, and appear in many other places, which af- 
ford the opportunity of making presentations to sev- 
eral groups of women many times during the week, 
month, and year. 

I am sure that we all recognize the influence of the 
woman in making decisions as to the kind of equipment 
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which will go into her home. Why shouldn’t the home 
service personnel take on the assignment of presenting 
the benefits of electric heating? In the many lectures 
which they give each year, they have captive audiences, 
and if they are properly approached, hundreds of 
their customers can be made receptive to this new 
application. 

I am not attempting to say that the present activities 
of home service departments are wrong or ineffective. 
I know from long years of experience that they are a 
distinct asset to sales promotion. Furthermore, I think 
that a great many of the present objectives can be re- 
tained. I am trying to emphasize that the scope of their 
activities might be broadened, and that they could be 
used as a potent sales force to promote electric heating. 
I would like to see their presentations geared to the 
over-all concept of total electric living, rather than the 
“nots and pans” approach, and I say that advisedly. 


A Better Name? 


I can offer no specific recommendations as to the 
details of how this might be done, or the practicality of 
it. I am merely suggesting that a careful analysis and 
appraisal of present home service activities be made to 
determine if they could be geared to the total electric 
home concept. If this can be done, they could actually 
become sales personnel rather than just being consid- 
ered service personnel. Maybe it isn’t too far-fetched 
to consider a better name for this activity, such as the 
total electric home department, rather than the home 
service department. They are a very competent and con- 
scientious group and are, I believe, fully competent of 
assuming a broader role in sales promotion. 

I am sure that the promotion of electric heating is 
not going to be a simple task. The electric industry 
has always had keen competition from the gas industry, 
and in many areas from the oil industry, for the major 
appliances using competitive fuels, such as the range, 
the dryer, the water heater, etc. Now we are invading 
our competitors’ last stronghold. During the last year 
particularly, we have witnessed the extremely aggres- 
sive AGA National Promotion Program, and I am sure 
you have all experienced an expansion of hard-hitting 
activities from competitors in your local areas. 

Just because electric heating is now the modern 
method for maximum comfort in the home doesn’t mean 
that customers are going to knock at our door. We have 
a hard-selling job ahead against the stiffest competi- 
tion the electric industry has ever experienced. We 
need more personnel who have the know-how, aggres- 
siveness, experience, and enthusiasm to help reach our 
objective. Let’s also be sure we are using our present 
forces and talents in the most effective way. 

My optimism for the future of electric heating in the 
home is not just wishful thinking. It is supported by a 
two-year study, before I retired from the Duquesne 
Light Co., to determine whether we would promote 
this market. We decided, after a very careful analysis 
and much deliberation, to go ahead. We filed a special 

(Continued on page 29) 
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FROM HERE ON! 








By J. H. K. Shannahan 
Assistant Vice President. 
American Electric Power Service Corp. 


ARADE of Progress is indeed an appropriate 

theme for such a meeting as the Live Better Elec- 
: trically Women’s Conference, and the ladies of our 
industry have just reason to be proud of their accom- 
plishments in the past, present, and I have no doubt— 
the future—too. And this conference is certainly aptly 
scheduled to begin the New Year with a flying start. 
And at the very start of the year, let’s pause and take 
a little look at some of our surroundings, the atmos- 
phere in which we will be working from here on. 


*Bounce’ Lacking 

We have just completed 1960, the first year of a new 
decade, the Sixties. And these Sixties had advance 
billing indicating that they were to be the “Soaring 
Sixties.” Many other superlatives were used to describe 
the bubbling optimism with which this decade was 
viewed. But these predictions, rosy though they were, 
were not quite met on many fronts. Now, 1960 was not 
a bad year—not by any means—but it did lack the 
bounce that many had predicted. Statistics could be 
cited from here till next week to illustrate what and 
why it happened in 1960. 

Many had gone into 1960, and the “Soaring Sixties,” 
with somewhat the feeling that a wonderful boom was 
about to bloom. It was inevitable. And all that one had 
to do was sit back and enjoy it—and go along for the 
ride, so to speak. But this didn’t happen, and it was 
sobering to many. As a result, there already has been 
a serious buckling down to the job to be done. So, from 
here on, there is a realization of a tougher job ahead, 
and that sales will not just be dumped in our laps. 
During the past year we saw and felt increasing 


An address before the 5th Annual Live Better Electrically Women’s 
Conference, Chicago, Ill., Jan. 12, 1961. 
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competitive pressure from our gas vending competitors. 

Along with stiffened competition in the heating field, 
we see increased gas activity in the cooling field. The 
gas refrigerator will attempt another comeback, and 
gas air conditioning will be stressed. Both of these are 
competitive areas that we have considered as our own. 

The oil industry shows signs of increased activity, 
too. In some areas there is organized heating and 
water heating activity. 

From here on we must expect more competition 
from our immediate direct competitors, both gas and 
oil. This is not bad, for competition, like variety, is the 
spice of life. Increased competition will attract more 
advertising dollars to the general areas of competition, 
which creates more business by that fact. But, it means 
the job gets tougher—not easier. 

Look at the automobile industry—the compact car. 
Here is one of the. most amazing and interesting illus- 
trations that one could want of democracy in the 
marketplace. Detroit kept building its cars bigger, 
gaudier, finnier, and chromier. More and more Ameri- 
cans bought the smaller European cars while Detroit 
viewed the trend in disbelief. Americans just do not 
want a small car, they thought. Finally, spurred by 
American Motors, Detroit has spawned a whole line of 
compacts and now, and only now, has the import flood 
started to taper off, and not until nearly one out of 
three cars last year was a compact. Already two of the 
large finny variety have tossed in the towel. 


Mature Customers 


This is one of the signs of the times. In the press of 
late there have been more and more articles dealing 
with the increasing “maturity” of customers as typi- 
fied by the compact story. The moral of all this is that 
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the more mature customer demands more mature plan- 
ning by those attempting to sell her. 

Today’s customer is willing, ready and able to buy, 
but will buy only when value has been demonstrated. 
Too many have suffered untold agonies and frustra- 
tions due to poor product and poor service. The new 
model for simply the new model’s sake has lost a great 
deal of its appeal. Keeping up with the Joneses, like 
the old gray mare, ain’t what it used to be. Gimmickry 
has lost its drawing power for an increasing number 
of our customers. This is true of appliances, as well as 
autos. 

Many of our customers have a pretty full house of 
appliances, and aren’t about to replace them while they 
are still serviceable, simply because the new ones just 
aren’t that much better. What real advantages are ina 
new refrigerator that weren’t in one five years ago? 


New Models Must Be Better 


From here on the customer is going to expect better 
appliances and more complete services from appliances. 
He or she will not buy just to have a new model—that 
new model must do the job better, or do a new job. This 
means the customer will be harder to please. 

Look at housing. We are in the housing business just 
as is the builder. Housing starts are down; have been 
down, and probably will be down at least most of next 
year. Perry Prentice, Editor and Publisher of House 
& Home, has said, ‘Today the number one problem is 
how to make housing good enough and desirable enough 
so people will want to spend their money for the much 
better housing they can afford.” 

Other leaders in building echo the same thought: 
“the great new market we must learn to sell is the 
tradeup market to the quality home.” 

“We have not been building houses good enough to 
make most of today’s home owners want a new home.” 

“... There is no excuse for building any new houses 
unless they are better.” 

“Millions of families have the money to buy better 
homes and... desire to buy better homes. That’s why 
39 million different adults stop at the builders’ model 
homes each year. Our problem is that most of these 39 
million don’t find what they are looking for.” 

“There is nothing harder to sell than a new house 
that isn’t new.” 

And more than one housing spokesman has claimed 
that our real housing needs are not low-priced homes, 
but higher-priced, quality homes. But the problem is 
that these homes aren’t being built in quality and 
enough quantity. 

From here on, the housing industry is going to be 
on the spot to produce better housing, if new housing 
is to grow. Like appliances, housing must be more than 
new ; it must be better. 

We are also on the spot here, as an industry, and as 
companies. In our Medallion Home Program we have a 
natural for the housing problem. We have seen that the 
public needs better, newer housing. The Medallion is 
supposed to stand for just that—electrically speaking. 


16 


We have the opportunity to identify this electrically 
better home with the Medallion. It takes work and 
effort. It also takes courage to demand quality, and not 
just seek quantity alone. Medallion standards need 
careful cherishing and guarding lest the Medallion lose 
its value to us and to the customer. 

Today in the New York area, the TV commercials 
of the Standard Oil Co. of New Jersey do not identify 
that company as the leading supplier of fuel oil for 
heating, or gasoline for automobiles, or kerosene for 
jet planes. Yet these are the things we think of when 
thinking of that company. Instead, they say they are 
the largest energy supplying company. 

We also know that in the Esso research labs are 
fuel cells turning out electricity at ever-growing 
efficiencies. So the oil company can sell energy in yet 
another way when the fuel cell is perfected. And in this 
connection, AGA is researching on fuel cells. 

From here on, competition may not be limited to our 
present, direct competitors. New means of delivering 
electricity, like the fuel cell and solar battery, may 
revolutionize the industry. And we can never forget 
other demands on the consumer’s dollar that provide 
intense competition. _ 

We have heard much about the plight of the railroads 
today. Yet railroads did not stop growing because the 
need for freight and passenger transportation declined. 
The railroads are in trouble today not because the need 
was filled by others, but because it was not filled by 
them. They lost sight of the fact that they were in the 
transportation business, not just the railroad business. 

Likewise, Hollywood was nearly done under by TV, 
until it was realized that Hollywood was in the enter- 
tainment business, not just the movie business, and 
then vast new horizons were open to it, so Hollywood 
survived. 

Synthetic fabrics have drastically cut the market 
for dry cleaners, and just offhand, another change is 
coming—ultrasonic cleaning. 

Since the customer is really interested in the end 
benefit from the appliance, it is suggested that the 
motive power of that appliance is of secondary interest. 
If gas can do as well, we have competition—and al- 
ways, the electricity may be furnished by other than 
our lines—say a fuel cell. 

This being the case, we are then in much more than 
just the electric business. In the residential area, 
where you and I are particularly interested, our busi- 
ness is providing a variety of services. With ranges 
we provide cooking; refrigerators and freezers have 
food preservation; washers and dryers provide clean, 
sanitary clothing; radio and TV supply entertainment; 
heating and cooling supply indoor comfort. 


Customer Interested in End Result 


From here on we dare not lose sight of the fact that 
the customer is interested in the end result—the bene- 
fits—and not in electricity per se. That these many 
benefits or services can best be supplied by electrical 


(Continued on page 21) 
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Seven Chief Executives 


Selected to Guide 


KEI Research Division 


Willis Gale Is Named Chairman of 
Division's Executive Committee 


COMMITTEE of seven leading electric company 
A chief executives has been appointed to guide the 
~~“ newly established Research Division of the Insti- 
tute, EEI President Sherman R. Knapp has announced. 

The new Research Division Executive Committee is 
headed by Willis Gale, Chairman of Commonwealth 
Edison Co., as Chairman. Members are P. A. Fleger, 
Chairman of the Board and President, Duquesne Light 
Co.; R. A. Gibson, President, The Hartford Electric 
Light Co.; J. K. Horton, President, Southern California 
Edison Co.; D. C. Luce, President, Public Service 
Electric and Gas Co.; W. W. Lynch, Chairman of the 
Board and President, Texas Power & Light Co.; and 
W. O. Turner, Chairman of the Board, Louisiana Power 
& Light Co. 

“With leadership of the caliber represented by the 
new Division’s Executive Committee and, with the high 
level of support being given to EEI’s expanded research 
activity by companies throughout the country, we ex- 
pect important progress to be made in a number of 
fields of industry-wide interest,” Mr. Knapp said. He 
pointed out that already 120 electric companies are 
voluntary subscribers to the research program being 
undertaken by the Institute. 

The new division will utilize the Institute’s Research 
Projects Committee, formed nine years ago, which re- 
cently made recommendations leading to the establish- 
ment of the new Research Division. 

A recent survey by the committee showed that more 
than 1,000 research projects of EEI and its member 
companies were in progress, or had recently been com- 
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WILLIS GALE 


pleted. These activities included work in many phases 
of the generation, transmission, distribution, and use 
of electricity. 

“Research has always played a major role in the ad- 
vance of the electric industry, and the opportunities 
for fruitful research efforts continue to increase,” Mr. 
Knapp said. “This growth in research opportunity is 
being recognized by the establishment of EEI’s re- 
search activity as a major division of the Institute, 
comparable to the sales, engineering, and other divi- 
sions of EEI.” 

Mr. Knapp made it clear that in selecting and admin- 
istering research projects, the Institute’s expanded 
activity would involve projects suited to action by the 
industry as a whole. “There are many research projects 
which are better undertaken by individual companies— 
whether manufacturers or utilities—and there are 
others better suited to joint action by small groups of 
companies,” he said. 

At present, the Institute is engaged in 23 research 
projects. Recent activities include research on methods 
of applying heart massage, extra-high-voltage cable, 
water pollution, heat storage, galloping conductors, 
aluminum conductor fittings, electronic accounting ma- 
chines, high temperature steam generation, and effect 
of temperatures on properties of metals. 

A study is also being made of developments in var- 
ious power sources, which may have potential for the 
future. These include the fuel cell, thermionic tube, 
thermoelectric generator, and devices making use of 
the principle of magnetohydrodynamics. 








SHERMAN R, KNAPP 


ORE than a half-billion dollars annually of addi- 
M tional tax revenue would be provided to Fed- 
eral, state, and local governments, if govern- 
ment-financed power operations were taxed on the same 
basis as investor-owned electric companies, Sherman 
R. Knapp, President of EEI, and President of The 
Connecticut Light & Power Co., said in a recent address 
before the New York Society of Security Analysts. 


Same Proportional Contributions Urged 

“The electric bill is a convenient and simple means 
of collecting taxes for the general support of govern- 
ment, but we contend that all users of electricity should 
make the same proportional contributions,” Mr. Knapp 
stated. He said there appears to be no justification for 
consumers of electricity in any location that is supplied 
electricity by a government agency or by a cooperative 
to be excused from bearing the same tax burden that is 
borne by the 80 percent of the consumers in this coun- 
try who are served by investor-owned electric com- 
panies. 

“We feel very strongly that this tax discrimination 
against the customers of the shareholder-owned com- 
panies is inequitable, as well as being economically un- 
sound,” the EEI President said. “Its elimination would 
provide additional tax income of over a half-billion 
dollars annually, which undoubtedly would be welcomed 
by the nation’s tax collectors.” 

He pointed out that the total amount of money col- 
lected from the customers of the electric companies for 


Knapp Tells Security Analysts: 


Half Billion in Taxes 
Available from Power 


Agencies of the U. 5. 


the three levels of government will be about $2.35 bil- 
lion for 1960. “This amounts to approximately 24 per- 
cent of the total bill for electricity, which compares 
with about 31% percent paid by the customers of gov- 
ernment and cooperative power operations.” 

Mr. Knapp said that it takes an investment of about 
$4.50 in plant and equipment by the electric companies 
for each dollar of revenue. Annual taxes amount to 
about 5 percent of investment. To attract in the free 
market the money necessary for new plant to meet 
growing electricity requirements, a return of about 6 
percent on investment is called for. Taxes and return, 
together, thus total about 11 percent on investment, or 
about one-half of each revenue dollar. “It is evident, 
therefore, that the factors of taxes and cost of money 
are of primary importance in comparing the operations 
of investor-owned companies with government power 
operations.” 

TVA’s Position 

If the Tennessee Valley Authority, for instance, 
were required to earn a return of 5 percent on gross 
plant and pay taxes equivalent to taxes paid by inves- 
tor-owned companies, revenues would have to be in- 
creased by 46 percent, Mr. Knapp said. “If this were 
done, TVA rates would be in line with those of sur- 
rounding companies. This situation is perfectly logical 
since there is nothing inherent in TVA operations to 
permit lower costs than in any other comparable elec- 
tricity supply systems.” 
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\ NE of the many investor-owned electric utility 
companies throughout the nation which has an 
employee suggestion system, Wisconsin Public 

Service Corp. has found that its program, in addition 
to saving thousands of dollars annually, is a really 
effective employee relations tool. The program provides 
an unobstructed road of communication to bring em- 
ployee response to management’s desire to cut costs 
and strive for efficiency in operation, safety, and 
customer relations. 

The company’s suggestion system has been met with 

favorable acceptance by employees and supervisors. 
This acceptance is possible, in part, because of several 








A $400 suggestion award was received by Arnold Rentmeester, 
electric distribution clerk. He recommended saving and adapting 
series bushings when street lights were converted from series to 
multiple circuits. Formerly the bushings had been discarded. 
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for Suggestions 


Wisconsin Public Service 
Program Also Serves As 
Employee Relations Aid 





Leo O’Konski, Wisconsin Public 
Service Corp. meterman, received 
an award check for a suggestion 
to eliminate the wire and lead 
seal on single-phase, three-wire, 
socket-type meters of the company. 


changes which were put into effect when the system 
was revived in September, 1958. The major changes 
included: 

e Designation of investigators at various operating 
divisions, and in large departments. 

e The identification of the suggestor to the investi- 
gator to allow personal contact. 

e New forms to provide additional information to 
the suggestion committee. 

e Limited processing time. 

When a suggestion is sent to an appointed investi- 
gator, he contacts the suggestor to discuss the sugges- 





An award was paid to George Vetter, meterman, for his sug- 
gestion concerning numbering of all new meters being readied 
for shipment to the districts. Wisconsin Public Service remodeled 
the suggestion system in 1958, and is receiving better suggestions. 
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tion with him. During this interview, the suggestor 
will have an opportunity to elaborate on his recommen- 
dation and present details that he could not put in 
writing. If further ramifications can better the sug- 
gestion to a more workable solution, they can be added 
to the original suggestion during this meeting. Con- 
versely, if an idea falls into the “convenience” cate- 
gory, is a duplicate, or is not eligible under the ground 
rules of the system, the investigator can make these 
facts known to the suggestor during the initial meet- 
ing. In all cases, the investigator’s comments and find- 
ings are referred to the system secretary for final Sug- 
gestion Committee action. 

A recent issue of the company publication announced: 
“From an Idea to a $185 Award in Just 22 Days.” This 
headline exemplifies the benefits of the 1958 changes. 
The processing of this suggestion went as follows: “On 
April 25, an employee submitted his idea to eliminate 
a cost of maintenance report for each piece of com- 
pany vehicle equipment. His idea was investigated and 
referred to the Suggestion Committee on May 3. The 
committee voted an award of $185 based on the savings 
of 420 man-hours per year, and the check was pre- 
sented to the suggestor on May 17.” 


Better Response, Suggestions 

The over-all effect of the 1958 changes has been bet- 
ter employee response and better suggestions. When 
making a comparison of the results made during the 
full year prior to the introduction of the suggestion 
system changes, it was noted that it took an average 
of 62 days to process an idea. Since the revision, the 
average processing time is about 25 days. Comparing 
other statistics from 1957 with 1959, employees sub- 
mitted only about 12 percent more ideas in 1959, but 
the rate of adoption was higher, with 55 percent more 


being voted awards. Continuing to compare these two 
years’ results, Wisconsin Public Service found that the 
average 1959 cash award was four times higher, aver- 
aging about $50 for those suggestions adopted. 


$400 Award 

One idea in 1959 paid a suggestor an award of $400. 
An electric distribution clerk, who was the recipient 
of one of the largest awards paid under the system 
since its inception in 1951, recommended saving series 
bushings when converting streetlights from series to 
multiple circuits. Formerly the old bushings were re- 
moved and discarded. The employee suggested a meth- 
od of retaining the old bushings and adapting them to 
the new multiple sockets. 

There seems to be no letdown as far as the sugges- 
tion system is concerned. Suggestions came in at a 
faster pace in 1960 than in 1959. About as many sug- 
gestions were turned in during the first six months of 
1960 as were submitted in the first eight months of 
1959. During the first six months of 1960, the ratio of 
suggestions adopted to those processed was almost 40 
percent. 

It is the aim of Wisconsin Public Service to maintain 
a successful suggestion system by giving each idea 
reasonable investigation in the quickest possible time, 
and paying fair and equitable awards. Thus, special 
idea campaigns have not been adopted, as there is no 
certainty that desired results will be realized. 

A suggestion system can bring employees to the 
“team” and build a stronger company through money- 
saving ideas, the company believes. It is a communica- 
tion medium for ideas. A suggestion system can pro- 
vide for even better employee-employer relations, and 
Wisconsin Public Service feels its system has fulfilled 
this aim. 


The Electric Industry Enters the Sixties 


(Continued from page 6) 


hour of electricity in Edison’s early generators. Today, 
modern power plants are able to produce a kilowatt- 
hour of electricity from three-quarters of a pound of 
coal. Technological improvements such as this, brought 
about through the efforts of the electric utility compan- 
ies and the electrical equipment manufacturers, have 
made it possible for the electric companies to keep their 
investment per kilowatt down. 

During 1960, the Consumers’ Price Index reached a 
point more than double what it was 25 years ago. But 
the average price per kilowatt-hour of residential 
electricity in 1960 was only 2.47 cents—less than half 
of what it was 25 years ago. 

Despite the many services it performs, and the 
steadily increasing quantities in which it is being used, 
electricity’s place in the family budget is small. The 
latest available figures show that only 1.3 cents of each 
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dollar spent by American families went for electricity. 
The ladies spent more than this for cosmetics. 

Despite its small cost, the value that electric service 
provides is great. The record of growth of the nation’s 
electric companies is ample evidence of this fact. 

Electric service has done much for the American 
people in the past, but the electric companies believe 
even greater possibilities lie ahead. The future holds 
promise of electrical appliances, equipment, and ma- 
chines which will make the America of 1960 seem 
almost primitive. 

As use of electricity increases, the electric companies 
will be ready, as they have been in the past, to supply 
the abundance of electric power the nation will need. 
Financed in the free market, the nation’s investor- 
owned electric companies will be able to meet in full 
the power needs of all Americans. 
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FROM HERE ON! 


(Continued from page 16) 


evices is the reason for their wide acceptance today. 

But this very same wide acceptance is, in itself, a warn- 
ng signal to us to be prepared to supply this service 

an ever-widening field. The consumer started with 
the electric light, spread to the iron, washing machine, 

acuum cleaner, toaster, refrigerator, range, dryer, 

vater heater, freezer, air conditioner. All of these he 
ried, liked, and found them to be superior. This super- 
iority he associated with electricity. This acceptance 
and preference is now being extended by the customer 
to the heating and cooling field. This is the path we 
started the customer on many years ago. We cannot 
deviate now. 

If electric heating and cooling supply a type of com- 
fort conditioning the customer wants, you can be as- 
sured he will demand it of us, regardless of our 
thoughts in the matter. Our continued success is de- 
pendent upon how well we supply his desires for all the 
benefits electricity can bring—not just some of them. 
We will suffer if we fail in this. For years we have 
been urging people to Live Better Electrically. We are 
now at a critical point. We must go forward as an in- 
dustry on this path we started out on—the total elec- 
tric home. 

And so we see some of the challenges of the next 


few years as we look from here on, and they all seem 
to be pointing in one way: a little tougher job ahead, 
calling for more effort, more ingenuity, more imagina- 
tion, more knowledge of our customers and markets. 

We stubbed our economic toes somewhat in 1960 
because we didn’t read the tea leaves quite correctly. 
We must work harder to overcome that. 

We stirred up a competitive hornet’s nest with our 
increased activities in certain areas, and must expect 
even tougher competition ahead. Our customers will be 
demanding better appliances and better housing in the 
days ahead, and it will be tougher to demonstrate that 
what is offered is better. We are in the space age, and 
technological developments come fast. We must be 
careful lest we be left at the curbstone, horse in hand, 
as competition goes by in a jet. We must utilize all our 
efforts to continue the customer on the straight and 
narrow path to the total electric home. 

And so from here on, the Parade of Progress must 
go on and on. It cannot stop, nor can you or I. The 
atmosphere of our market place today and tomorrow 
is one that makes it more challenging than it was yes- 
terday. Accept that challenge, as I know you will, and 
your Parade of Progress will not hesitate in its for- 
ward march! 





for the Entire Home 


For use with: 


e Utility Employees 


e All Who Sell Electric Heating 


of the Electric Home Heating Course. 


750 Third Avenue 





COMFORTABLE ELECTRIC WARMTH 


Vost Comprehensive Electric Home Heating Training Program in Existence 


e Electrical & Heating Contractors 


e Architects, Bankers, Builders, Ete. 


Also a brand new booklet that teaches the benefits of Electric Home Heating under the title 


For complete information, write: 
Sales Division 
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___ METER TESTING 
MADE 
/ 


Yew. oo 16-Minute, 35-mm 


SOUND-SLIDE 
FILM IN COLOR 


Produced under the sponsorship of the 


EE 
ACCIDENT PREVENTION 
COMMITTEE 


his 35-mm color sound slide 

film presents the safety prac- 
tices for use when testing meters 
where test switches and test blocks 
are used. While this is specific ad- 
vice on an important part of meter 
work, the stress on insulated tools, 
barriers and other safe procedures 
will have its effect on all other 
meter work. 


The subject of this film originated 
as a paper presented before the 
New England Meter Engineers. 
Thirty-three percent of the indus- 
try’s electrical accidents occur in 
the voltage range of 120 to 600 
volts. The meterman is involved in 
9 percent of these cases and meter 
test switches and blocks have been 
involved in many serious injuries. 


Test switches are used showing 
how accidents have happened and 
how accidents can be prevented. 
The use of proper test methods is 
emphasized. 





| Ordering Information | 


METER TESTING MADE SAFE — film and 
record—can be obtained for $35 per set 
from 
EDISON ELECTRIC INSTITUTE 
750 Third Ave., New York 17, N.Y. 








‘Electrical Week’ Plans 
Reported by Webster 


try and Canada report that plans are now well 

underway for the 1961 observance of National 
Electrical Week, Feb. 5-11, H. A. Webster, President 
of the National Electrical Contractors Association, and 
Chairman of the National Electrical Week Committee, 
has announced. 

The 1961 observance will again be held in the proved 
and highly successful “umbrella” fashion in which 
each group within the electrical and allied industries 
carries out its own program of: telling employees, 
customers, suppliers, and others how important the 
industry is, and how important each of them is to its 
continuing growth; educating children and adults 
about electrical safety and electricity’s role in history 
and scientific progress; promoting new _ business 
through special campaigns and programs; honoring 
electrical pioneers and present-day leaders; and creat- 
ing good will among people in the community and 
across the nation. 

More than 6,000 industry leaders have already re- 
ceived copies of the 1961 planning guide, which details 
ways of participating in NEW. The planning guide 
also announced the theme for the upcoming observance 
—‘‘Make Electricity Work for You.” 

A number of observance materials—all incorporat- 
ing the theme “Make Electricity Work for You”—are 
being offered through NEW headquarters. These in- 
clude: planning guides at $1 each, free reproduction 
proofs and copy materials, display materials at various 
prices, Edison replica lamps at $5 each, television film 
clips, “Electricity in Your Home” electrical inspection 
reports, “How to Make a Simple Electric Motor” 
pamphlets at $3 per hundred, and other materials. In- 
formation and orders may be sent to: National Elec- 
trical Week Committee, Suite 306, 407 North 8th St., 
St. Louis 1, Mo. 

Many companies and groups have already announced 
their intentions to participate in the 1961 NEW. Some 
of these companies engage in extensive national adver- 
tising in television, radio, newspapers, and trade maga- 
zines, and they will help to build a strong nationwide 
backdrop for the week. 

On the local level, community groups, headed by 
leagues, utilities, manufacturers, distributors, contrac- 
tors, and service groups will devote effort to delivering 
speeches during NEW, distributing pamphlets on elec- 
trical safety, holding open houses, erecting educational] 
and informational displays, and preparing local adver- 
tising salutes. 

Participants are urged to order materials now, and 
to report plans to St. Louis NEW headquarters in order 
that news of scheduled activities can be distributed in 
advance of the week to as many sources as possible. 


(0 ey at Cosa and groups throughout this coun- 
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Upper Mississippi Valley Power Pool Formed 


peasant of a power pool to include the electric 
systems of four investor-owned power companies 
and one rural electric cooperative in an area including 
parts of Minnesota, Wisconsin, Iowa, North Dakota 
and South Dakota was jointly announced recently by 
the five pool members, Otter Tail Power Co., Northern 
States Power Co., Interstate Power Co., Minnesota 
Power and Light Co., and Dairyland Power Coopera- 
tive. 

In making the announcement, C. G. Wright, Presi- 
dent of Otter Tail Power, said the newly-formed pool 
will be known as the Upper Mississippi Valley Power 
Pool, and that the agreement covering the formation 
of the pool will be effective as soon as it is approved 
by regulatory authorities. 

The electric systems of the pool members cover 
much of an area extending from Lansford, N. D., to 
Clinton, Iowa, approximately 750 miles, and from Ely, 
Minn., to Sioux Falls, S. D., about 450 miles. 

The five power suppliers included in the new pool 
have a combined generating capability of more than 
3,100,000 kilowatts, or nearly eight times the gener- 
ating capability of power facilities at Garrison Dam 
when sufficient water storage is achieved. 

Specific advantages of the new Upper Mississippi 


Power Pool, as announced by the companies and the 
cooperative are: 

e A reduction in the total available generating capa- 
bility required for dependable service, because electric 
power reserves will be pooled and, also, because the 
period of greatest demand on each of the five systems 
occurs at different times. 

e A reduction in generating capability operating at 
any particular time because of pooling of “spinning 
reserves.” 

e The transfer of surplus generating capability be- 
tween the five systems. 

e A reduction in capital costs of future generating 
stations, because each supplier will be able to install 
larger and more economical units with a lower cost per 
kilowatt of capability. 

e A reduction in the cost of producing electricity in 
the future, because of the higher efficiency of the larger 
generating units and the operation of these units at a 
higher load factor. 

e A reduction in over-all system production costs 
through generation by the most economical generating 
units on the five systems, and by generating units 
located in the lowest fuel cost areas, regardless of 
ownership. 


900,000-Kw Generating Unit Placed in Operation by AEP 


é fom second of the world’s largest steam-electric 
generating units was placed in commercial opera- 
tion Dec. 31 at the Philip Sporn Plant of the American 
Electric Power system, Philip Sporn, AEP President, 
has announced. 

Owned by Ohio Power Co., the new 500,000-kilowatt, 
$65-million unit is the twin of another AEP system 
unit operating since last July at Indiana & Michigan 
Electric Co.’s Breed Plant on the Wabash River in 
Indiana. 

The new unit, begun in 1957, boosts Sporn Plant’s 
capability to 1,100,000 kw, making that station the 
second largest power plant in the world built by an in- 
vestor-owned public utility. It is located on the Ohio 
River at Graham Station, W. Va. 

Its water-cooled generators, designed and built by 
General Electric Co., are the world’s largest of their 
type. The first water-cooled generator in the world 
was the 40,000-kw unit placed in service in 1937 at the 
Logan Plant of Appalachian Power Co., also of the 
AEP system. The stator of this machine is cooled by 
circulating water through pads installed between the 
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core laminations. Conventional hydrogen cooling is util- 
ized for the rotor. 

In the case of the Philip Sporn machines, high-resis- 
tivity water flows through and cools hollow copper 
strands which make up the stator coils. The high resis- 
tivity and purity of the water are maintained by pass- 
ing a portion of the total water flow in the closed 
system through a mixed bed demineralizer. 

The unit’s design and equipment make it—along 
with its Breed Plant twin—one of the most efficient 
units ever operated to convert fuel energy into elec- 
trical energy, Mr. Sporn said. 

“Its heat rate is expected to be close to 8,500 Btu per 
kilowatt-hour, which would make it the best ever 
achieved in a unit operating on a commercial basis,” 
he said. 

Sporn Plant’s total generating capacity, with the 
new unit, makes it the largest of 15 major plants on the 
AEP system. It also increases the capacity of the sys- 
tem to 6%-million kw. “This figure is almost triple the 
system’s capacity 10 years ago,” Mr. Sporn said. 
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At the “Golden Anniversary’ meeting of the EEl Prime Movers Committee recently in Philadelphia, many former members of the 
committee—some dating back to its pre-EEl days—attended. From left, seated, above are: N. E. Funk, D. H. Vogel, E. L. Hopping, 
A. G. Christie, and A. D. Bailey. Standing are, from left: C. E. Lewis, G. S. Diehl, H. A. Kleinman, R. N. Benjamin, J. A. Keeth, 
T. B. Allardice, W. R. La Motte, W. E. Caldwell, and R. P. Moore. (Story of this meeting appears at the top of opposite page.) 


Electric Homes Seen as Stimulant to Building Industry 


(Continued from page 10) 


way to cocktail parties, but believable women using 
their appliances for the benefit of their families. 

“This is the secret of slanting our sales approach 
giving the woman and her husband the strong emo- 
tional family rationalization for investing in new ap- 
pliances.” 

Mr. Zeuthen said it may be good advice to remember 
the following five points: 

e Effective selling presents the difference between 
one product and another, the exclusive consumer ad- 
vantage. The public bases its buying decision on that 
difference. 

e The public is wise and calm, and has good judg- 
ment. The public can be trusted with competitive facts. 

e There is no point to our investment if our adver- 
tising is not strong enough to win business from other 
types of fuels. 

e As an industry, we must be able to accept both 
praise and criticism of this program, without being 
unduly sensitive to either. 

e Finally, having defined our problem and opportun- 
ity, having explored the consumer’s mind, and surveyed 
utilities and dealers, having applied the experience 
and judgment of utility people, manufacturers, our 
many allies and advertising professionals, having 
created a superlative campaign, and having drawn the 
industry together in support of it—now we must stick 
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to it; all of us must actively support it, and give it 
a chance to work. 





FEBRUARY 1, 1961 


1960 Sales Promotion 
Awards Entries 

e Feb. 1 is the date by which all en- 
tries in the EEI Sales Promotion Awards 
competition must be mailed. 

e Remember——there are 16 awards 
this year instead of 12. Note change in 
company size classification. 

e All entries must be enclosed in the 
standardized covers supplied without 
charge by EEI upon request. 

¢ The Awards Committee invites you 
to send in an entry for successful individ- 
ual sales promotion in any or all of the 
four markets. 


EDISON ELECTRIC INSTITUTE 
750 Third Ave. New York 17, N.Y. 
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Prime Movers 
Committee Meeting 








e Golden Anniversary Meeting 


e New Subcommittee 1s Formed 


e 1910 Recalled in Entertainment Program 


T. 0. THOMPSON 


Chairman 


J \HE Prime Movers Committee com- 
memorated its golden anniversary 
year at its meeting Oct. 3-5 in 

Philadelphia, Pa. Convening at the 

Benjamin Franklin Hotel, the 126 

members and guests in attendance 

presented a striking growth contrast 
to the original Prime Movers Com- 
mittee, organized during 1910, with 

a membership of less than a dozen 

power engineering pioneers. 


Looking Back 


As the committee paused in retro- 
spect on this signal occasion, the in- 
dustry’s remarkable development in 
the field of power generation was 
brought sharply into focus. The par- 
allel growth of the committee and 
steam station technology was under- 
scored on recalling that the prede- 
cessor group was organized when the 
National Electric Light Association’s 
Steam Turbine Committee and Gas 
Engine Committee were consolidated 
to form the Prime Motive Power 
Committee, under the chairmanship 
of I. E. Moultrop. This parent group 
continued until the dissolution of 
NELA during the early 1930’s. With 
the emergence of the EEI, the Insti- 
tute’s Prime Movers Committee was 
organized as the Power Generation 
Committee in the spring of 1933. 
Chairman A. D. Bailey presided over 
that session which was attended by 
26 persons. 

After 23 years under NELA and 
27 years as an Institute group, the 
committee membership now numbers 
104 power station design and operat- 
ing engineers representing 73 electric 
utility companies and nine electric 
utility service and consulting organi- 
zations. The committee’s organiza- 
tion has kept pace with its expanding 
and increasingly complex interests. 
At present, it is organized into 14 
subcommittees and a task force, with 
all members being assigned to serve 
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on at least one of the subgroups, or 
on special committee projects. 

In observance of the 50-year mile- 
stone as a tribute to early committee 
members, former “prime movers” now 
retired from their companies were 
invited to attend this meeting. A 
number of former members still affi- 
liated with their companies also 
joined in the activities of this special 
meeting. 

On the first day, the group was 
welcomed to Philadelphia by R. P. 
Liversidge, Vice President of the host 
company, and a past Prime Movers 
Committee member. Mr. Liversidge’s 
reference to the new Philadelphia 
Electric Co. Eddystone Station em- 
phasized the industry’s remarkable 
progress since the turn of the cen- 
tury. He complimented the committee 
on the valuable contribution it has 
made to this development. 


New Members 

As the committee directed atten- 
tion to its present organization and 
work, a special welcome was extended 
to members who have joined the 
committee since its last meeting. New 
members are: 

D. T. McPhee, Kansas City Power 
& Light Co., J. H. Drake, Southern 
California Edison Co., Harold Smith, 
El Paso Electric Co., E. A. Lodge, 
Arizona Public Service Co., A. W. 
Wofford, Connecticut Light & Power 
Co., G. H. Gowdy, NEGEA Service 
Corp., W. V. vanGilse, Cincinnati 
Gas & Electric Co., L. R. Else, North- 
ern States Power Co., N. R. Fitch, 
Northern States Power Co., C. E. 
Richards, The Cleveland Electric II- 
luminating Co., H. M. Hammond, The 
Potomac Edison Co. 

The expanding activities of the 
Turbines & Condensers Subcommit- 
tee, one of the committee’s major 
subgroups, has given rise to consid- 
eration by the Prime Movers Com- 
mittee Executive Group to the estab- 


lishment of a new subcommittee con- 
cerned specifically with projects in- 
volving the collection and analysis of 
data on equipment availability. 

At this meeting the committee en- 
dorsed a recommendation of the Exec- 
utive Group, resulting in the or- 
ganization of a Turbines & Boiler 
Availability Subcommittee, under the 
Chairmanship of V. F. Estcourt. C. B. 
Vance was appointed to succeed Mr. 
Estcourt as Chairman of the Tur- 
bines & Condensers Subcommittee. 


Double Duty 

The chairman of this new key sub- 
committee will also serve as a mem- 
ber of the PMC Executive Group. The 
committee’s action in this regard 
provides the first amendment to pro- 
cedure enacted in 1955, when the 
Executive Group was formally or- 
ganized, comprised of the chairman, 
vice chairman, and secretary of the 
committee, the two preceding past 
chairmen as ex-officio members, the 
chairmen of the Turbines & Condens- 
ers Subcommittee and the Boilers & 
Combustion Subcommittee, and two 
others to be elected by the Executive 
Committee at its first meeting each 
year. The Executive Group for the 
current year, in addition to the offi- 
cers, consists of V. L. Stone, J. M. 
Driscoll, R. A. Baker, V. F. Estcourt, 
C. B. Vance, and H. G. Hiebeler and 
R. H. McCumber, who continue as 
members-at-large. 

Subcommittee reports were ini- 
tiated by a presentation directed by 
Atomic Power Subcommittee Chair- 
man J. N. Landis. The status of ac- 
tivities of nuclear power projects of 
several companies was reviewed by 
W. C. Beattie, E. M. Parrish, T. M. 
Hotchkiss, G. W. Bice, C. R. Barthel- 
emy, W. L. Wingert, M. C. Stiff, V. L. 
Stone, F. F. Mautz, and A. E. Kirsch- 
ner, whose organizations are involved 
in the design or operation of atomic 
stations. 

The report of the Boilers & Com- 
bustion Subcommittee was presented 
by its Chairman, R. A. Baker. This 
group is directing attention to power 
station furnace explosions. The sub- 
committee is gathering information 
on occurrences of this nature from 
members of the committee. 

In the absence of E. H. Krieg, 
Chairman of the Metallurgy & Pip- 
ing Task Force, E. M. Parrish re- 
ported on the progress of this group’s 
activities. Mr. Parrish advised that 
on recommendation of the _ task 
force. and endorsed by the commit- 
tee at its last meeting, the EEI 
Board of Directors authorized funds 
to assist in the financing of work by 
Dr. J. W. Freeman of the University 
of Michigan Research Institute, in- 
volving the evaluation of data on 
ferrous and heat resistant alloys. 
This program will coptribute infor- 
mation pertinent to the work of the 
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ASME Boiler and Pressure Vessel 
Code Committee. 

The task force is also closely fol- 
lowing the progress of a research 
program on stainless steel pipe weld- 
ing failures. This project, in process 
at the University of Michigan, is 
under the direction of the ASTM- 
ASME Joint Committee on the Effect 
of Temperature on the Properties of 
Metals, and is being financed sub- 
stantially by the Institute on recom- 
mendation of the Prime Movers 
Committee. A companion project also 
being followed by the task force, and 
financed largely by EEI, concerns a 
study on stainless steels for high 
temperature superheater and _ re- 
heater services. Mr. Parrish reported 
satisfactory progress on both studies. 


Code for Pressure Piping 

The task force’s report also in- 
formed the committee of the status 
of the rewriting of Section 1 of the 
ASME Code for Pressure Piping. The 
Institute has participated in the 
financing of this project, on recom- 
mendation of the Prime Movers Com- 
mittee. The task force also follows 
the work of the Welding Research 
Council of the Engineering Founda- 
tion, as well as the Foundation’s Cor- 
rosion Research Council, to which 
EEI has contributed. The activities 
of these two programs are of sub- 
stantial importance to the industry. 

J. K. Bryan, Chairman of the 
Boiler Auxiliaries Subcommittee, re- 
ported that this group is studying 
the subject of closed feedwater heater 
venting. The subcommittee plans to 
send out a questionnaire to PMC 
members in the near future. 

The report of the Power Station 
Chemistry Subcommittee was pre- 
sented by I. B. Dick, the subcommit- 
tee’s Chairman. This group held its 
49th meeting in Chicago, Sept. 26-28, 
with 80 persons in attendance. The 
subcommittee is organized into sec- 
tions concerned with such areas as 
corrosion, water treatment, air pol- 
lution, boiler carry-over, lubrication, 
and stream pollution. In addition to 
hearing section reports, members and 
guests of the subcommittee discussed 
116 round table topics. The subcom- 
mittee’s next meeting is scheduled 
for April 10-12, in Detroit. 

V. F. Estcourt presented the re- 
port of the Turbines & Condensers 
Subcommittee. This group has re- 
cently been engaged in investigating 
practices of companies represented 
on the committee in starting-up tur- 
bine generator units following over- 
night and weekend shutdowns. The 
subcommittee is also reviewing meth- 
eds for reporting unit capability in 
the interest of recommending a uni- 
form -basis for further committee 
work on power station equipment in- 
vestment costs. 

J. A. Lind, Chairman of the one- 
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man Power Station Data Subcom- 
mittee, reported on data sheets on 
new plants and additions to existing 
stations that have been distributed 
to the committee since the past meet- 
ing. 

A. C. Pasini, Chairman of the re- 
cently reorganized Power Station 
Personnel Subcommittee, briefed the 
first meeting of the _ reactivated 
group. Consideration is being di- 
rected toward future activities with 
suggested studies, including such 
subjects as the manning of older sta- 
tions used for peaking (as well as 
new centralized control room sta- 
tions), power plant staffing in rela- 
tion to station capacity, and mainte- 
nance organization. 

The Prime Movers Committee 
maintains close liaison with the Sys- 
tem Planning Subcommittee of the 
Electrical System & Equipment Com- 
mittee, with two PMC members rep- 
resenting the committee on that 
group. J. B. Taylor and E. S. Van 
Nostrand have succeeded J. D. Wil- 
liamson and G. P. Wilson in this ca- 
pacity for the current administrative 
year. Mr. Williamson submitted a re- 
port detailing the subcommittee’s 
activities and providing information 
on its May, 1960, meeting. Addi- 
tional attention was directed to the 
System Planning Subcommittee by 
R. W. Werts. Vice Chairman of that 
group, who had been invited to re- 
view for Prime Movers Committee 
members the objectives, organization, 
and overation of the subcommittee. 
Mr. Werts described in particular 
detail the work of a Task Force on 
Computer Application for Utility 
Engineering that is being sponsored 
by the subcommittee. 


Research Programs Reviewed 

The Prime Movers Committee at 
each meeting customarily reviews the 
progress of each research program 
under its sponsorship, or to which the 
Institute contributes on the commit- 
tee’s recommendation. At this meet- 
ing Dr. F. J. Trembley, Professor of 
Ecology, Lehigh University, appeared 
before the committee on various 
water pollution factors affecting elec- 
tric generating stations. 

G. W. Bice reported on recent de- 
velopment in the ASME-sponsored, 
high-temperature, steam-generation 
research program, and the activities 
of the ASME Research Committees 
on Corrosion and Deposits from Com- 
bustion Gases. On Prime Movers 
Committee recommendation, the In- 
stitute has contributed to both of 
these programs. 

Another research project of major 
interest to the committee, which is 
being jointly sponsored by the AEIC. 
Bituminous Coal Research. Inc., and 
the Institute involves a dual study 
of sulphur removal from coal and 
power plant flue gas contaminants 


control. T. M. Hotchkiss, who with 
P. H. Hartung represents the Prime 
Movers Committee on this program’s 
Steering Committee, reported on 
progress being made in this four- 
year study. 

J. G. Miller is continuing the as- 
signment during the current commit- 
tee year as the Prime Movers Com- 
mittee liaison representative with 
the Institute’s Research Projects 
Committee. Mr. Miller brought PMC 
members up to date on the Research 
Projects Committee’s activities. Mr. 
Miller also reported on the research 
program for direct conversion of 
energy to electricity which is being 
sponsored jointly by the Prime Mov- 
ers Committee and the Electrical Sys- 
tem and Equipment Committee. As 
Chairman of this program’s Steering 
Committee, Mr. Miller advised that 
Prof. Theodore Baumeister, the con- 
sultant directing this work, is pre- 
paring a final report. Mr. Miller 
commented that there is no reason to 
anticipate a major breakthrough in 
the direct conversion area in the near 
future, although work on systems of 
this nature is steadily continuing 
with vast amounts of money being 
spent in the research effort. 


Fly Ash Studied 

The committee again directed at- 
tention to a recommendation by the 
Fuel & Ash Handling Subcommittee 
that EEI sponsor a research project 
on fly ash utilization. This subject 
has been carefully studied by the 
committee during several years. At 
this meeting the committee acted to 
approve a specific subcommittee re- 
search proposal, and will recommend 
EEI sponsorship of the program. 

The Prime Movers Committee co- 
operates with the Institute’s other 
technical committees in areas of 
mutual interest. Consideration is cur- 
rently being given to the organiza- 
tion of a joint Prime Movers 
Committee-Electrical System and 
Equipment Committee Task Force to 
review electric motor bearing prac- 
tices and methods of improving the 
monitoring of bearing temperatures. 
The two committees are also working 
together on the subject of flame de- 
tection devices. In the Prime Movers 
Committee this activity falls within 
the scope of the Station Instruments 
and Controls Subcommittee. 

Following the usual Prime Movers 
Committee meeting pattern, a major 
part of the three-day meeting was 
devoted to round table discussion. 
During this activity, which was un- 
der the direction of Vice Chairman 
C. A. Dauber, forum discussion was 
held on more than 140 topics. 

On the evening of the first dav a 
special “Golden Anniversary” pro- 
gram was enjoyed by committee 
members and guests. This event was 
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under the direction of W. C. Beattie, 
who served as master of ceremonies. 
The program was held in the Phila- 
delphia Electric Co.’s auditorium. In- 
chided on the program was a skit 
prepared by V. L. Stone, in which the 
first Prime Movers Committee meet- 
ing in 1910 was recreated by talented 
members of the present committee. 
Poetry and songs specially composed 


for the occasion added levity to the 
evening. Copies of early Prime Mov- 
ers Committee reports and illustra- 
tions of power station equipment of 
= years ago were on display in the 
all. 

On the afternoon of the second 
day, committee members and guests 
toured the Eddystone Station of the 
Philadelphia Electric Co. 








Accident Prevention 
Committee Meeting 








e An Attack on the Shock Problem 
e Guides for Safer W ork 


e Combining Mouth-to-Mouth and Heart Massage 


A. J. NAQUIN 


Chairman 


'TINHE 70th meeting of the EEI Ac- 

_ cident Prevention Committee, 
Nov. 14-16, at the Statler Hilton 
Hotel, Buffalo, N. Y., was attended 
by 187 persons. 


77 Members 

Following Chairman Naquin’s re- 
port, and the introduction of new 
members—which brings the commit- 
tee membership to 77—resolutions in 
memory of Wills MacLachlan aad E. 
C. Bookman were presented by Vice 
Chairman Stanley Young, and passed 
unanimously. 

A welcome to Buffalo and the Nia- 
gara Frontier was extended by C. J. 
Wick, Administrative Vice President, 
Niagara Mohawk Power Corp. 

B. J. Lorenz distributed replies to 
a questionnaire distributed by the 
Aerial Basket Subcommittee. It was 
commented that the described ad- 
vantages of the aerial basket tend to 
lead the user to ask what short cuts 
can be taken. A proper safety ap- 
proach would reverse this negative 
thinking of “what you don’t have to 
do,” to “what are the safe things we 
must do” in using this equipment. 

C. A. Coutts reported on progress 
in the revision of the Safety Head- 
gear Specifications, AP-1. 

The committee decided that it 
would be helpful to the industry to 
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make available the tables on non- 
fatal electric shock and burn acci- 
dents on a basis similar to those avail- 
able for many years on fatal acci- 
dents. This spring copies of the tables 
showing non-fatal electric shock and 
burn statistics for 1960 should be 
available from EEI. 

At the Monday luncheon, J. E. Mc- 
Master addressed the group on “A 
Method of Attacking the Electric 
Shock Problem.” He pointed out that 
the Accident Prevention Committee 
of the Electric Council of New Eng- 
land has enlisted the wholehearted 
interest of operating department 
supervisors in this subject. It has 
been accomplished by setting up 
workshop conferences, led by promi- 
nent operating superintendents, and 
attended by those designated by their 
company management. He urged that 
the members work with their own 
regional electric utility councils and 
exchanges to set up such conferences 
in their own areas. He offered to 
furnish details through the Electric 
Shock Prevention Subcommittee. 


Film Shows Shock Victim 
L. R. Dohr presented a sound-slide 
film, “From a Bed of Pain,’’ which 
was produced by Consumers Power 
Co., with the cooperation of an em- 
ployee victim of an electric shock and 


burn accident. The film shows in de- 
tail severe burns, slow healing, and 
constant suffering of such a victim. 
It should be a powerful influence to 
remind employees to follow safe prac- 
tices, and use safe equipment. This 
film will be available through EEI as 
an Accident Prevention Committee 
visual aid. 

J. R. Hanford reported that the 
Electric Shock Prevention Commit- 
tee would work with regional groups 
to promote workshop conferences, 
such as were successful in New Eng- 
land. He reported that the letter sent 
by Edwin Vennard to chief execu- 
tives on the importance of an electric 
shock prevention program had been 
well received. The subcommittee 
plans to produce a 16mm motion pic- 
ture to accent the program. 


Safe Practices Report 


R. E. McCann reported on progress 
of the Uniform Safe Practices Sub- 
committee, and indicated that the 
members would soon be asked to 
comment on this project. 

H. E. Hatfield said that the Ground- 
ing Practices Subcommittee is devel- 
oping a guide for grounding prac- 
tices. Information on_ protective 
grounding has been requested, he 
said. 

Through the courtesy of Niagara 
Mohawk Power Corp., the group 
visited the Adams Hydro Station and 
the Niagara Redevelopment Project. 

J. R. Scherer distributed to com- 
mittee members a draft of a guide 
to “Safeguarding Energized Work 
Areas” for comment and suggestions. 
Samples of a tennis net type of.bar- 
rier were shown. 

H. B. McMahan announced that 
his subcommittee’s Monthly Safety 
Package for 1961 is nearing comple- 
tion. He stressed the importance of 
the foreman knowing how to use this 
material. It was suggested that a 
guide for its use be produced. 

E. C. Rue, reporting for the Safety 
Awards Subcommittee, said that 
from April 1-Oct. 31, 1960, there 
were 61 EEI Safety Achievement 
Awards authorized to companies for 
achieving 1 million safe man-hours. 
In addition, there were four 2 million 
man-hour awards, and two 3 million 
man-hour awards. The Publicity Sub- 
committee was requested to present 
ideas for a brochure containing in- 
formation on the available awards. 

J. O. Leslie requested that the Non- 
employee Overhead Line Subcommit- 
tee be supplied copies of any mate- 
rial which the individual companies 
are using, so the subcommittee’s in- 
formation can be kept up-to-date. 

Paul Sheppard reported on» new 
materials available from the National 
Safety Council. 

J. W. Gronbeck presénted a film, 
“Anatomy of Electrie Shock,” pro- 


27 





duced by the Visual Aids Subcom- 
mittee. After discussion, the sub- 
committee was asked to review some 
of the technical aspects of the film 
and submit a later report. Mr. Gron- 
beck also showed a film developed 
by his company on meter testing. The 
sound-slide film, ‘Meter Testing 
Made Safe,” is now available on or- 
der from EEI. 

In connection with the Motor Ve- 
hicle Safety Report, E. H. Wessells, 
Jr.. showed more than 100 colored 
slides of transportation equipment, 
which had been submitted by com- 
panies. These slides are available to 
committee members to study colors 
best-suited for public utility company 
motor vehicles. 

F. W. Jones reported on Safety 
Devices, Materials and Methods. 

In an address at the Wednesday 
luncheon, Howard Pyle, President of 


problem yet to be solved is traffic 
safety, he said. A new, five-year, ac- 
tion program is planned by the coun- 
cil. A major problem will be to get 
the general public to accept the pro- 
gram, he said. Mr. Pyle stressed that 
the industry should be leaders in the 
community to help the public officials 
get the program working. 

R. H. Coleman, reporting for the 
Resuscitation Subcommittee, said 
that there had been much good pub- 
licity on the closed-chest method of 
pumping blood, but some press ar- 
ticles had contained misinformation. 

The Medical Task Force plans to 
meet in April, at which time it is 
hoped that the task force will be able 
to approve the portable defibrillator 
for field use, a prototype of which 
has been developed. Dr. Kouwenhvuven 
commented that the _ closed-chest 
method of causing the heart to pump 


gested that five or six mouth-to- 
mouth insufflations be given, followed 
by one minute of heart massage. This 
procedure should be continued, alter- 
nating insufflations and heart mas- 
sage. If there are two operators, they 
give heart massage and mouth-to- 
mouth insufflation independently of 
each other. In the case where the 
heart is in ventricular fibrillation, 
which the operator cannot know, he 
would proceed as above, but he would 
get no response. In such a case, the 
victim should be transferred as soon 
as possible to a hospital where a 
closed-chest defibrillator is available. 
Dr. Kouwenhoven emphasized that a 
heart stimulator, or pace maker, is 
of no use in defibrillation or stand- 
still cases. He said that he would 
review proposed procedures and 
work with members to help get de- 
fibrillating equipment in hospitals. 





the National Safety Council, pointed blood is being more and more widely 


out that the industrial injury preven- used. 
tion program is progressing because Methods of 


organizations such as the Accident different conditions 


A movie giving details of the 
closed chest method of heart massage 


resuscitation under was shown. Dr. Kouwenhoven will 


also were de- arrange for the loan of a limited 


Prevention Committee believe that scribed. If the heart is in standstill number of copies, or a copy may be 
accident prevention works. A big and there is a lone rescuer, it is sug- purchased. 


Power and Light Exhibit, Inc., Is Formed to Conduct 


Flectric Industry Participation in N. Y. World’s Fair 


NEW corporation, Power & Light Exhibit, Inc., has 
been formed to conduct the participation of the 
investor-owned electric industry in the New York 1964- 
1965 World’s Fair, it has been announced by E. R. 
Acker, President of P&LE, and Chairman of the Board 
of Central Hudson Gas & Electric Corp. 
Mr. Acker said that VEK Associates, Inc., has been 
selected to create the architectural concept, theme, ex- 
hibits plan, and programming for the P&LE project. 


A Principal Attraction 

“We expect to have an exhibit that will be one of the 
fair’s principal attractions—and that will convey a 
strong industry story,” Mr. Acker said. “We have al- 
ready taken an important step towards this goal in the 
selection of a 44,000-square foot lot in an excellent 
location, which the New York 1964-1965 World’s Fair 
Corp. has allocated to us for our exhibition building.” 

Prior to the formation of P&LE, EEI had announced 
in September the industry’s plans to exhibit at the fair. 
Mr. Acker continues as Chairman of the Institute’s 
World’s Fair Committee, and the electric company 
leaders who are members of the committee are mem- 
bers'‘of the P&LE Board. They are: Harllee Branch, 
Jr., President, The Southern Co.; H. J. Cadwell, Presi- 
dent, Western Massachusetts Electric Co.; J. E. Cor- 
ette, President, The Montana Power Co.; E. H. Dixon, 
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President, Middle South Utilities, Inc.; C. E. Eble, 
President, Consolidated Edison Co. of N. Y., Inc.; Willis 
Gale, Chairman, Commonwealth Edison Co.; E. L. 
Lindseth, Chairman of the Board, The Cleveland Elec- 
tric Illuminating Co.; D. C. Luce, President, Public 
Service Electric and Gas Co.; E. J. Machold, President, 
Niagara Mohawk Power Corp.; J. W. McAfee, Presi- 
dent, Union Electric Co.; Harold Quinton, Chairman 
of the Board, Southern California Edison Co.; R. G. 
Rincliffe, President, Philadelphia Electric Co.; W. H. 
Sammis, President, Ohio Edison Co.; Philip Sporn, 
President, American Electric Power Co. Inc.; J. B. 
Thomas, President, Texas Electric Service Co.; and 
J. J. Tuohy, President, Long Island Lighting Co. 


Other Officers 

Officers of P&LE, in addition to Mr. Acker, are: Vice 
President, Edwin Vennard, Managing Director of EEI; 
Secretary, G. S. Landrith, Jr.; Treasurer, H. S. Sutton, 
Treasurer of Consolidated Edison Co. of N. Y., Inc.; 
and Assistant Treasurer, C. R. Bozek. 

VEK, an international firm with headquarters at 600 
Fifth Avenue, New York, N. Y., is an alliance of Vande- 
burg-Linkletter Associates, Inc., Ebasco Services, Inc.. 
and Walter Kidde Constructors, Inc. C. M. Vandeburg 
is President of VEK, as well as of Vandeburg-Linklet- 
ter Associates. 
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A Status Report of Electric Heating, USA 


(Continued from page 14) 


rate for the total electric home, which essentially pro- 

des a 14%-cent charge for electric heating, as com- 
pared to a 2 cent end-block in our regular residential 
rate. Pittsburgh is in a climate area with 5,000-degree 
days and has had low-priced, high-Btu natural gas for 
many, many years. The competition from gas is, there- 
fore, extremely severe, but in spite of this we decided 
that profitable electric heating load could be obtained, 
and that we were not going to miss the boat in this new 
market. 

Learned from Study 

I learned a lot from that study and it strengthened 
my optimism about the future of this new application. 
Having arrived at that point, I just couldn’t let go. 
Fortunately, I had the opportunity of becoming asso- 
ciated with this company, which is the largest exclusive 
manufacturer of electric heating equipment for in- 
dustrial, commercial, and _ residential applications. 
Being connected with such an aggressive organization 
affords me the opportunity of continuing to be a part of 
an activity which offers a very interesting challenge. 

On Jan. 1, 1961, Sherman R. Knapp, President of 
EEI, issued a news release with the title “The Electric 
Industry Enters the Sixties.” In that release he re- 
ferred to the value of electric service, and I know of no 
better way to conclude my remarks than quoting from 
his news release. It supports and emphasizes my ob- 


servation about the future potential market for electric 
heating. 
Mr. Knapp said, and I quote: 

“During 1960, the Consumers’ Price Index reached 
a point more than double what it was 25 years ago. 
But the average price per kilowatt-hour of residen- 
tial electricity in 1960 was only 2.47 cents—less than 
one-half of what it was 25 years ago. 

“Despite the many services it performs, and the 
steadily increasing quantities in which it is being 
used, electricity’s place in the family budget is small. 
The latest available figures show that only 1.3 cents 
of each dollar spent by the American families went 
for electricity. The ladies spent more than this for 
cosmetics. 

“Despite its small cost, the value that electric serv- 
ice provides is great. The record of growth of the 
nation’s electric companies is ample evidence of this 
fact. 

“Electric service has done much for the American 
people in the past, but the electric companies believe 
even greater possibilities lie ahead. The future holds 
promise of electrical appliances, equipment, and ma- 
chines which will make the America of 1960 seem 
almost primitive.” 

And the newest and most important application of 
electricity is electric heating. 





Second House Heating Exposition to Be Held in 1962 


Eisen Second National Electric House Heating Sym- 
posium and Exposition, an expanded version of the 
highly successful 1960 program, will be held March 19- 
21, 1962, at the Sherman Hotel, Chicago, Ill. Sponsor- 
ing the exposition is the Electric House Heating Section 
of the National Electrical Manufacturers Association. 


Not in 1961 


Announcement of the next symposium and exposi- 
tion has been made at this time because of some reports 
that it might be held in 1961. Members of the NEMA 
section considered this possibility immediately after 
the 1960 event, but concluded that time was too short 
to plan the type of program requested by the more 
than 3,000 people who attended the first program. 

Sponsoring manufacturers stated that the 1962 
symposium and exposition will emphasize and detail 
such electric house-heating specifics as the proper in- 
stallation of equipment, requirements and installation 
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techniques of various types of insulation materials, 
electric house heating for both new and remodeled 
homes, and case histories on the use of electric heat 
and its advantages over other methods of heating. 

The program also will feature a review of the most 
effective electric heating promotions being employed 
by the industry as a whole, by individual manufactur- 
ers, distributors, commercial power companies, REA 
cooperatives, municipal power companies and by TVA 
and other organizations. 


Program Planned Soon 

The NEMA section will begin to pin-point program 
topics in the near future, following an analysis of re- 
plies from exhibitors and conferees at the 1960 pro- 
gram to questionnaires asking for comments on the 
first exposition and suggestions for staging an even 
better event in 1962. Highlights of the second national 
show will be announced as plans progress. 
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People in 
ower 


The Board of Directors of Atlantic 
City Electric Co. has elected J. P. 
HAYWARD President of the company 
to succeed C. M. HAGAN, who resigned 
because of ill health. 

Mr. Hayward started his career 
with the utility 35 years ago as a 
draftsman. He served in many phases 
of the company’s operation, includ- 
ing distribution engineer and super- 
intendent of transmission and distri- 
bution. In 1957 he became vice presi- 
dent of electric operations, and in 
1959 was elected executive vice pres- 
ident. 





J. P. HAYWARD 


He is president of the New Jersey 
Utilities Association, and is a mem- 
ber of the New Jersey Professional 
Engineers Society. 


A. R. WATSON, Executive Vice 
President of Southwestern Public 
Service Co., has been elected Pres- 
ident and General Manager of the 
company. J. E. CUNNINGHAM, Presi- 
dent of the company since 1945, was 
elected to the new position of Vice 
Chairman of the Board. 

A graduate of Rose Polytechnic In- 
stitute, Terre Haute, Ind., with a de- 
gree in mechanical engineering, Mr. 
Watson has been with Southwestern 
Public Service and predecessor com- 
panies since 1935. He was elected 
vice president of the Texas - New 
Mexico Utilities, a predecessor com- 
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pany of SPS, in 1939, and was elected 
president of that company in 1940. 
In 1942, when SPS affected a merger 
with Texas-New Mexico, Mr. Watson 
became industrial manager of the 
new utility. In 1947 he was elected 
vice president, and in 1953 he became 
executive vice president of South- 
western Public Service. 

Mr. Watson is a past president of 
the Petroleum Electric Power Asso- 
ciation, and is a member of the Man- 
agement Group of Electric Companies 
Advertising Program, and a past 
president of the Amarillo, Texas, 
Chamber of Commerce. 

Mr. Cunningham is a 1922 gradu- 
ate of the University of Michigan, 
with a degree in electrical engineer- 
ing. Before joining a predecessor 
company of Southwestern Public 
Service in 1931, he was associated 
with the Edison Lamp Works Divi- 





A. R. WATSON 


sion of General Electric Co. in Harri- 
son, N.J., and later with Pennsyl- 
vania Power and Light Co. He served 
as commercial manager of the com- 
pany at Amarillo, and became assist- 
ant general manager, and general 
manager. He was elected vice presi- 
dent and a director in 1942, and be- 
came president in 1945. 


FRANK FREER, JR. has been elected 
Vice President and Comptroller of 
Public Service Electric and Gas Co. 

A graduate of New York Univer- 
sity, Mr. Freer was employed as a 
bookkeeper with Public Service in 
1920, and was promoted to assistant 
chief accountant in 1935. He was 
named chief accountant in 1945, as- 
sistant comptroller in 1950, and 
comptroller in 1957. 


Mr. Freer has been active in com- 
mittee work with EEI and the Amer- 
ican Gas Association. He is a mem- 
ber of the Controllers Institute of 
America, and the Institute of Inter- 
nal Auditors. 


A. J. HASWELL, Vice President of 
the Oklahoma Gas and Electric Co., 
has taken over the direct executive 
responsibility for the company’s 
Oklahoma City and Western division 
operations, and will have general re- 
sponsibility for personnel adminis- 
tration, as well as the company’s six 
geographical divisions. 

CLARENCE ANTHONY, formerly an 
Operations Executive Assistant, was 
named Vice President to take over 
some of Mr. Haswell’s former assign- 
ments. Mr. Anthony will be respon- 
sible for transmission and distribu- 





J. E. CUNNINGHAM 


tion, generation, engineering, con- 
struction and transportation. 

Mr. Haswell joined OG&E in 1923, 
and headed the personnel department 
before being elected a vice president 
in 1957. Mr. Anthony joined OG&E 
in 1935, working up through the com- 
pany’s general repair shops and 
Transmission and Distribution De- 
partment, before being named an 
executive assistant. 


H. F. MINNIS, Vice President, 
Arkansas Power & Light Co., who 
has been in charge of the company’s 
operations, has been promoted to the 
position of Assistant to the Presi- 
dent. He continues as a vice presi- 
dent. 

C. A. CLIFT, Vice President, who 
has been in charge of divisional oper- 
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ations, will assume full responsibility 
for such operations, reporting direct- 
1, to the president. 

W. M. MurRPHEY, who for the past 
two years has served as Executive 
Assistant to the chairman of the 
board and the president, has been 
promoted to the position of manager 
of the newly created Corporate Servi- 
ces Department. This department 
will have responsibility for ad va- 
lorem taxes, insurance, claims, trans- 
portation and purchasing. Mr. Mur- 
phey will maintain his new office in 
the Pine Bluff general office. 





C. W. WATSON, Assistant to the 
President, Philadelphia Electric Co., 
been elected Vice President— 
General Administration of the com- 
pany. 


has 


Mr. Watson has been associated 
with the utility since 1931, following 
his graduation from the University 
of Pennsylvania as a civil engineer. 
His early assignments were in the 
electric generating department, in- 
cluding the position of engineer of 
station operating, assistant adminis- 
trative engineer, and superintendent 
of the station economy division. In 
1957 he was named assistant to the 
president. 

He is a professional engineer, and 
«a member of numerous professional 
and industry organizations, includ- 
ing the American Society of Mechani- 
cal Engineers, the Pennsylvania Elec- 
tric Association, and the Electrical 
Association of Philadelphia. He is 
also a member of The Franklin In- 
stitute, and of the Engineers Club of 
Philadelphia. 


J. M. REYNOLDS, Treasurer and As- 
sistant Comptroller, Southern Serv- 
ices, Inc., has been elected Vice Presi- 
dent, Comptroller, and a member of 
the board of the company. He suc- 
ceeds R. H. FREESE, retired. 

Other promotions to key positions 
at Southern Services include: W. B. 
HORSBURGH, who was named Treas- 
urer and Assistant Comptroller; D. 
G. WURRESCHKE, Assistant Comptrol- 
ler and Tax Advisor; C. R. MurTOoON, 
Manager of Rate and Marketing 
Services; and J. R. JONES, Assistant 
Manager, Rate and Marketing Serv- 
ices. 
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Mr. Reynolds attended Birming- 
ham-Southern College. Prior to join- 
ing Southern Services in 1951 as as- 
sistant comptroller, he was a vice 
president and director of the former 
Birmingham Electric Co., where he 
had been employed since 1922. 

Mr. Horsburgh has been in the util- 
ity business since 1937, when he 
joined Gulf Power Co. in Pensacola, 
Fla. He has been with Southern Serv- 
ices and its predecessor company 
since 1945. 

Mr. Wurreschke received a degree 
in economics from the University of 
North Carolina. He joined Southern 
Services in 1958, after 14 years with 
Arthur Anderson & Co. 

Mr. Murton is an electrical engi- 
neering graduate of Clarkson College. 
He was employed by Alabama Power 
Co. in 1925, and has been with South- 
ern Services and its predecessor com- 
pany since 1948. 

Mr. Jones, a graduate of Southern 
Methodist University and the Univer- 
sity of Chicago, has been with South- 
ern Services since 1959. Before join- 
ing this company, he had been with 
Texas Electric Service Co. for 13 
years. 





L. M. WELCH, Operations Mana- 
ger, and A. W. HASTINGS, Assistant 
to the President and Chairman of 
Gulf States Utilities Co., have been 
elected Vice Presidents of the com- 
pany. R. L. WYNNE was named As- 
sistant Secretary. 

Mr. Welch was graduated from 
Texas A&M College with a degree in 
electrical engineering. Joining Gulf 
Public Utilities in 1925, he has worked 
in all five of the company’s divisions. 
He received experience in the Engi- 
neering Departments in Port Arthur 
and Beaumont. He has held key posi- 
tions in the Distribution Depart- 
ments of Port Arthur and Navasota, 
in Texas, and in Louisiana at Lake 
Charles and Baton Rouge. He was 
operating superintendent in Baton 
Rouge from 1954 to 1955. He moved 
to Beaumont as division manager in 
1955, and in 1960 was promoted to 
assistant to the executive vice presi- 
dent. He became general manager of 
the company, responsible for system 
operations, on Sept. 1, 1960. 

Mr. Hastings is a graduate of Hav- 
erford College and the Massachusetts 


Institute of Technology. Prior to 
jcining Gulf States Utilities, he 
worked in New York City. 

Mr. Wynne joined the GPU Treas- 
ury Department in Beaumont in 1938. 
He progressed through several clas- 
sifications until his transfer to the 
Corporate and Finance Department 
last September. He had been an ad- 
ministrative assistant until his ap- 
pointment as assistant secretary. 





G. R. Cook, Treasurer of Central 
Illinois Public Service Co., has been 
elected Vice President in Charge of 
Finance, and Secretary of the com- 
pany. He succeeds H. M. PARKER, re- 
tired. 

C. C. BREDEHOFT was elected Treas- 
urer and Assistant Secretary and 
K. J. FEDERER was named Assistant 
Treasurer. 

Mr. Cook, a graduate of the Uni- 
versity of Illinois, joined the company 
in 1929 as an accountant and a trav- 
eling auditor. He was named assist- 
ant treasurer in 1951, and treasurer 
seven years later. 

Mr. Bredehoft has been with CIPS 
since 1931 as an accountant and a 
traveling auditor, auditor for the 
Southern division, and most recently 
as assistant treasurer. Mr. Federer 
joined the company in 1938 as an as- 
sistant cashier, became bookkeeping 
supervisor for the Southern division, 
and auditor for the Southern division 
in 1954. 





W. F. WETMORE, Director of Gen- 
eral Engineering Department, The 
Detroit Edison Co., has retired after 
33 years of service with the company. 

Mr. Wetmore is widely known 
among engineering groups and elec- 
trical industry organizations for his 
outstanding contributions in the field 
of electrical system engineering and 
design. He was graduated from the 
University of Michigan with an elec- 
trical engineering degree in 1920 and, 
soon afterward, was employed by 
General Electric Co. in Schenectady, 
ee 

He started with Detroit Edison as 
an electrical engineer in 1928, and 
worked as system and stations en- 
gineer, and chief electrical engineer, 
before being named head of general 
engineering in 1954. 

He has served as a representative 
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on committees for the Association of 
Edison Illuminating Companies, Edi- 
son Electric Institute, and the Amer- 
ican Standards Association, where 
he has assisted in formulating na- 
tional standards for rotating electric 
machines and other apparatus. 

L. J. KAUFMANN has been named 
Manager of Union Relations for The 
Detroit Edison Co. 

Formerly director of negotia- 
tions, he assumes management re- 
sponsibility for interpretation and 
negotiation of all union contracts 
and agreements, and also will be in 
charge of relations with government 
agencies regarding union matters. 

He began working for Detroit 
Edison in 1924 as a college student, 
and after his graduation from the 
University of Michigan served suc- 
cessively with sales and employment 
departments. Since 1944, first as an 
advisor and later as a negotiator, 
he has ,been concerned exclusively 
with company-union relations. 


J. H. PurDY, Manager of Customer 
Relations, Baltimore Gas and Elec- 
tric Co., has been appointed Director, 
Public Relations, of the company. 

Mr. Purdy is a graduate of the 
Johns Hopkins University. He joined 
the local utility in 1924. Most of his 
service with the company has been 
in the Customer Relations Depart- 
ment, and he has been manager of 
customer relations since 1952. 


D. K. Fry, 27-year veteran with 
Carolina Power & Light Co., has been 
named Assistant to the President. 

Mr. Fry will perform many of the 
duties of the late W. L. YopER, CP&L 
secretary who died Dec. 12. A native 
of West Virginia and engineering 
graduate of N. C. State College, Mr. 
Fry was an engineer in the rate 
department. 





R. S. MALLISON, Assistant Secre- 
tary of Carolina Power & Light Co., 
has been promoted to Secretary of 
the company. R. B. CARPENTER, Treas- 
urer of the company, has also been 
designated Assistant Secretary. J. S. 
CURRIE, State Commissioner of Rev- 
enue for North Carolina, has resigned 
that position to become Assistant 
Treasurer of Carolina Power & Light. 
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ARNOLD HOGAN, Vice President of 
Indiana & Michigan Electric Co., 
and manager of its Marion-Muncie 
division, has retired after nearly 44 
years of service with Indiana & 
Michigan Electric and its predeces- 
sor companies. 

In his 44 years with the utility, 
Mr. Hogan rose from clerk to vice 
president. He started his career as 
office clerk with the Marion Lighting 
& Heating Co., in 1917. In 1923 he 
Was appointed new-business manager 
of Indiana General Service Co. In 14 
years as the company’s sales head, he 
instituted an aggressive program in 
residential, commercial, industrial, 
and farm sales that was a major 
factor in the rise to prominence of 
one of the leading companies of the 
then American Gas and Electric sys- 
tem, predecessor of today’s American 
Electric Power system. 

In 1937 he was promoted to assist- 
ant general manager of IGS, and in 
1942 was elected vice president of 
the company. Later that year he was 
named the company’s vice president 
and general manager. 

Mr. Hogan was elected a vice pres- 
ident of Indiana & Michigan Electric 
and manager of its Marion-Muncie 
division in 1948, when IGS became 
a part of I&M. 

Long active in the affairs of the 
Indiana Electric Association, Mr. 
Hogan served this organization of 
investor-owned state electric 
panies as president in 1946. 

J. H. MILLER, a veteran of more 
than 33 years’ service with the AEP 
system, and Assistant Manager of 
the Marion-Muncie division, has been 
appointed Manager of that division, 
succeeding Mr. Hogan. Mr. Miller 
received an electrical engineering 
degree from Mississippi State Uni- 
versity in 1925. He was originally 
employed by Appalachian Power Co. 
as a power engineer. 


com- 


W. M. EDSON has been appointed 
Chief Engineer and Manager of 
Operations of Central Vermont Pub- 
lic Service Corp. 

Since 1937, Mr. Edson has been 
superintendent of operations for 
CVPS. His responsibilities have in- 
creased over the years to include 
supervision of important phases of 


company electrical operations and 
maintenance, construction, and power 
dispatching. In his new position, Mr. 
Edson is assuming engineering and 
operating responsibilities formerly 
borne by H. L. DURGIN, executive 
vice president of the company. Mr. 
Edson will continue to report to Mr. 
Durgin, as the company’s chief ad- 
ministrative officer. 

A graduate of the University of 
Vermont with a degree in electrical 
engineering, Mr. Edson is active in 
community and industrial activities. 
This past year he was chairman of a 
Chamber of Commerce committee 
that successfully promoted a new 
sewage disposal plant for Rutland, 
now being designed for construction. 
He is active in various engineering 
societies. He is a member of the 
Electric Council of New England, 
and of the Executive Committee of 
the Vermont Society of Engineers. 
He is a former president of the Ver- 
mont Electrical Association and New 
England System Operators. 


J. A. DAVIS, JR., Vice President in 
charge of El Paso Electric Co.’s New 
Mexico operations for the last 13 
years, has been promoted from the 
division office in Las Cruces to the 
company’s El Paso headquarters. 

Other promotions include appoint- 
ment of J. F. ARMSTRONG, General 
Engineer at El] Paso, to succeed Mr. 
Davis in Las Cruces in charge of 
New Mexico operations. 

N. C. PEYTON, Assistant Genera! 
Engineer, has been promoted to Gen- 
eral Engineer. 

C. M. OLSEN, Transmission Engi- 
neer, has been promoted to Assistant 
General Engineer. 

C. L. WILSON, New Business Man- 
ager in El Paso, has been promoted to 
General Sales Manager. 

PEYTON NICHOLS, Assistant to the 
Vice President of Operations and 
Engineering, has been promoted io 
the new position of System Coor- 
dinator in the Distribution Depart- 
ment. 

E. R. WALL, Engineer at El Paso, 
has been promoted to Assistant to 
the Vice President of Operations and 
Engineering. 

All promotions 
Feb. 1. 


became effective 
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pH LIP A. FLEGER, Vice President 
D esne Light Co. 
P »urgh, Pa. 


SHERMAN R. KNAPP, President 
The Connecticut Light & Power Co. 


Berlin, Conn. 


EDWIN VENNARD, Vice President 


and Managing Director 
750 Third Ave. 
New York, N. Y. 


H. S. SUTTON, Treasurer 


Consolidated Edison Co. 


of New York, Inc. 
New York, N. Y. 


TSS I AD OF DIRECEORS 


(Terms expiring 1961) 
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imers Power Co. 
. BUSBY 
insylvania Power & Light Co. 
. COOK 
can Electric Power Co., Inc. 
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g Island Lighting Co. 
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E. R. ACKER 


Central Hudson Gas & Electric Corp. 


W. L. CISLER 
The Detroit Edison Co, 


J. E. CORETTE 


The Montana Power Co. 


G. W. EVANS 
Kansas Gas and Electric Co. 


C. F. AVILA 
Boston Edison Co. 


HARLLEE BRANCH, JR. 
The Southern Co. 
H. J. CADWELL 


Western Massachusetts Electric Co. 


R. H. FITE 
Florida Power & Light Co. 


A. D. BARNEY 
The Hartford Electric Light Co. 


W. C. BECKJORD 


The Cincinnati Gas & Electric Co. 


W. C. BELL 
The United Illuminating Co. 
J. B. BLACK 


Pacific Gas and Electric Co. 
C. B. DELAFIELD 
Consolidated Edison Co. 

of New York, Inc. 

T. W. DELZELL 


Portland General Electric Co. 


Atomic Power 

W. J. CLAPP 

Florida Power Corp. 
St. Petersburg, Fla. 


International Cooperation 
R. G. RINCLIFFE 
Philadelphia Electrie Co. 
Philadelphia, Pa. 


Management Practices 
S. L. DRUMM 

West Penn Power Co. 
Greensburg, Pa. 








R. R. DUNN 
Potomac Electric 
Power Co. 


Cc. €. EBLE 
Consolidated Edison Co. 
of New York, Inc. 


F. |. FAIRMAN 
Kentucky Utilities Co. 


P. A. FLEGER 
Duquesne Light Co. 


D. S. KENNEDY 
Oklahoma Gas and Electric Co. 


E. D. SHERWIN 
San Diego Gas & Electric Co. 


N. R. SUTHERLAND 


Pacific Gas and Electric Co. 


(Terms expiring 1962) 


O. T. FITZWATER 

Indianapolis Power & Light Co. 
R. A. GIBSON 

The Hartford Electric Light Co. 
R. E. GINNA 

Rochester Gas and Electric Corp. 
E. L. LINDSETH 

The Cleveland Electric 
Illuminating Co. 


J. W. McAFEE 


Union Electric Co. 


H. M. MILLER 
Columbus and Southern Ohio 
Electric Co. 


E. M. NAUGHTON 
Utah Power & Light Co. 


(Terms expiring 1963) 


J. K. HORTON 


Southern California Edison Co. 
A. S. KING 

Northern States Power Co. 

M. S. LUTHRINGER 


Central Illinois Public Service Co. 


P. B. MCKEE 
Pacific Power & Light Co. 


D. H. MITCHELL 


Northern Indiana Public Service Co. 


R. G. RINCLIFFE 
Philadelphia Electric Co. 


W. H. SAMMIS 
Ohio Edison Co. 


W. O. TURNER 
Louisiana Power & Light Co. 


ADVISORY COMMITTEE 


E. H. DIXON 
Middle South Utilities, Inc. 


WILLIS GALE 

Commonwealth Edison Co. 

D. C. LUCE 

Public Service Electric and Gas Co. 
G. L. MacGREGOR 

Texas Utilities Co. 

E. J. MACHOLD 


Niagara Mohawk Power Corp. 


I. L. MOORE 


New England Electric System 


G. C. NEFF 
Wisconsin Power & Light Co. 


Cc. E. OAKES 

Pennsylvania Power & Light Co. 
J. S. OSBORNE 

Central & South West Corp. 


HAROLD QUINTON 


Southern California Edison Co. 


. _K. M. ROBINSON 


The Washington Water Power Co. 


McGREGOR SMITH 
Florida Power & Light Co. 


EXECUTIVE COMMITTEE 


E. R. ACKER, H. J. CADWELL, C. E. EBLE, E. L. LINDSETH, J. W. MCAFEE, 
R. G. RINCLIFFE, W. H. SAMMIS, N. R. SUTHERLAND, L. V. SUTTON 


Membership 
E. S. THOMPSON 


Allegheny Power System Inc. 
New York, N. Y. 


Policy on Power Capacity & Pooling 


Cc. E. OAKES 


Pennsylvania Power & Light Co. 
Allentown, Pa. 


Regulation 


C. E. KOHLHEPP 
Jersey Central Power & Light Co. 


Denville, N. J. 


Chairmen of Edison Electric Institute Committees 


aT, To I COVE EES OF THE BOARD OF DIRECTORS 


Relations with Educational 
Institutions 

G. W. EVANS 

Kansas Gas 

and Electric Co. 

Wichita, Kan. 


Rural Electrification 
L. V. SUTTON 
Carolina Power 

& Light Co. 

Raleigh, N.C. 





A. B. MORGAN, Secretary and 
Assistant Managing Director 

750 Third Ave. 

New York, N. Y. 


L. V. SUTTON 

Carolina Power & Light Co. 

W. F. TAIT, JR. 

Public Service Electric and Gas Co. 
WILLIAM WEBSTER 

New England Electric System 


C. H. WHITMORE 


lowa-lllinois Gas and Electric Co. 


J. L. RICE, JR. 


Allegheny Power System Inc. 


H. P. TAYLOR 
Wisconsin Public 
Service Corp. 


D. J. TUEPKER 
Public Service Co. 
of Oklahoma 


J. H. WARD 


Commonwealth Edison Co. 


T. H. WHARTON 
Houston Lighting 
& Power Co. 

E. H. WILL 
Virginia Electric 
& Power Co. 


PHILIP SPORN 
American Electric 
Power Co., Inc. 


F. M. TAIT 
The Dayton Power 
and Light Co. 


J. B. THOMAS 


Texas Electric Service Co. 


E. S. THOMPSON 


Allegheny Power System Inc. 


G. W. VAN DERZEE 


Wisconsin Electric Power Co. 


Special Tax Policy 
D. S. KENNEDY 
Oklahoma Gas 

ind Electric Co., 
Oklahoma City, Okla. 


Technical Appraisal Task Ferce 
on Nuclear Power 

J. F. FAIRMAN 

Consolidated Edison Co. 

of N. Y., Ine. 

New York, N. Y. 








Chairmen of Edison Electric Institute Committees 


ACCOUNTING DIVISIO teres ET A ST 


ACCOUNTING DIVISION 
EXECUTIVE 

W. T. HAMILTON 

The Cleveland Electric 

Illuminating Co. 

Cleveland, Ohio 


Accounting Division Advisory 
P. R. LAWSON 

Pennsylvania Electric Co. 
Johnstown, 


Coordinator of Customer 
Activities Group 

J. C. LUCHSINGER 

The Cincinnati Gas 

& Electric Co. 

Cincinnati, Ohio 


Accounting Division 
Customer Relations 

D. D. FERRY 

Union Electric Co., 

St. Louis, Mo. 


ENGINEERING & OPERATING 
DIVISION EXECUTIVE 

L. R. GATY 

Philadelphia Electric Co. 

Philadelphia, Pa. 


Electrical System & Equipment 
R. G. MEYERAND 

Union Electric Co. 

St. Louis, Mo. 


GENERAL DIVISION 


GENERAL DIVISION EXECUTIVE 
C. B. DELAFIELD 

Consolidated Edison Co. of 

New York, Inc. 

New York, N. Y. 


Accident Prevention 

A. J. NAQUIN 

New Orleans Public Service Inc. 
New Orleans, La. 


Awards 

A. M. WADE 

The Connecticut Light & Power Co. 
Berlin, Conn. 


Customer Accounting 
A, A. DEL BONO 
Boston Edison Co. 
Boston, Mass. 


Customer Collections 
R. E. LINDNER 


Central Illinois Public Service Co. 


Springfield, Ill. 


Coordinator of General Activities 
Group 


R. J. PLOURDE 
The Detroit Edison Co. 
Detroit, Mich. 


Depreciation Accounting 

J. B. MADIGAN 

The Hartford Electric Light Co. 
Hartford, Conn. 


General Accounting 
H. B. WANSLEY 
Georgia Power Co. 
Atlanta, Ga. 


ENGINEERING DIVISION 


Hydraulic Power 

R. A, LANE 

Philadelphia Electric Co. 
Philadelphia, Pa. 


Meter & Service 

Cc. P. STAHL 

Wisconsin Power and Light Co. 
Madison, Wis. 


Electric Power Survey 
A. S. GRISWOLD 

The Detroit Edison Co. 
Detroit, Mich. 


insurance 

R. R. MacKAY, JR. 
Philadelphia Electric Co. 
Philadelphia, Pa. 


Legal 

D, K. KADANE 

Long Island Lighting Co 
Mineola, N. Y. 


Internal Auditing 

A. J. GREGORY 

Wisconsin Electric Power Co. 

Milwaukee, Wis. 

Plant Accounting and 
Property Records 

J. W. PRENGER 

New Orleans Public Service Inc. 

New Orleans, La. 

Taxation Accounting 

A, M. CLEMENT 

Virginia Electric & Power Co. 

Richmond, Va. 


Coordinator of Special 
Activities Group 
R. R. FORTUNE 
Pennsylvania Power & Light Co. 
Allentown, Pa. 
Accounting Employee Relations 
W. E. GRINTER 


Consumers Power Co. 
Jackson, Mich. 


Prime Movers 

T. 0. THOMPSON 

Wisconsin Electric Power Co. 
Milwaukee, Wis. 


Transmission & Distribution 
H. E. CODY 

The Cleveland Electric 
Illuminating Co. 

Cleveland, Ohio 


Purchasing and Stores 

R. B. GEAR 
Commonwealth Edison Co. 
Chicago, Ill. 


Rate Research 

R. E. CAYWOOD 

West Penn Power Co. 
Greensburg, Pa. 


Statistical 
J. L. KENNEDY 


Rochester Gas 
and Electric Corp. 
Rochester, N. Y. 


PUBLIC, EMPLOYEE AND INVESTOR RELATIONS DIVISION 


PUBLIC, EMPLOYEE AND INVESTOR 


RELATIONS EXECUTIVE 
J. E. CORETTE 
The Montana Power Co. 
Butte, Mont. 


RESEARCH DIVISION 


RESEARCH DIVISION EXECUTIVE 
WILLIS GALE 


Commonwealth Edison Co. 
Chicago, Ill. 


SALES DIVISION 


SALES DIVISION EXECUTIVE 
C. D. LAWRENCE 

New England 

Electric System 

Boston, Mass. 


Commercial Group 
L. T. CALE 
Alabama Power Co. 
Birmingham, Ala. 


Commercial Cooking & 
Water Heating 

J. L. BEAVER 

Metropolitan Edison Co. 

Reading, Pa. 


Commercial Lighting 
W. P. GRAHAM 
Philadelphia Electric Co. 
Philadelphia, Pa. 


Electric Space Heating & 
Air Conditioning 

A. F. SOUTHWICK 

Consumers Power Co. 

Jackson, Mich. 


Street and Highway Lighting 
L. H. LINGEMANN 

Duquesne Light Co. 
Pittsburgh, Pa. 


industrial Relations 

W. H. SENYARD : 
Louisiana Power & Light Co. 
New Orleans. La. 


Research Projects 

W. G. MEESE 

The Detroit Edison Co. 
Detroit, Mich. 


Farm Group 

L. H. HAMMOND 

New York State Electric 
& Gas Corp. 
Binghamton, N. Y. 


Farm Development 
L. T. WANSLEY 
Georgia Power Co. 
Atlanta, Ga. 


Farm Promotion 
VIRGIL MARVIN 

The Toledo Edison Co. 
Toledo, Ohio 


Industrial Power & Heating Group 
A. D. SPILLMAN 

Philadelphia Electric Co. 
Philadelphia, Pa. 


Competitive Service 
F. F. DICKMANN 
West Penn Power Co. 
Greensburg, Pa. 


General Power & Heating 
R. W. BASCHNAGEL 
Rochester Gas 

and Electric Corp. 
Rochester, N. Y. 


Investor Relations 
A. H. SCHETTLER 
Union Electric Co. 
St. Louis, Mo. 


Industrial Sales Methods 
& Development 

R. W. WYMAN 

The Cleveland Electric 

Iliuminating Co. 

Cleveland, Ohio 


Residential Group 

J. H. K. SHANNAHAN 

American Electric Power 

Service Corp. 

New York, ie 2 
Home Service 
MRS. MARGUERITE FENNER 
Pacific Gas and Electric Co. 
San Francisco, Calif. 
Residential Appliance Promotion 
H. R. NYE 
Western Massachusetts 
Electric Co. 
West Springfield, Mass. 
Residential Electric Heating & 

Air Conditioning 

C. E. ANDERSON 
Virginia Electric and Power Co. 
Richmond, Va. 
Residential Lighting Promotion 
R. W. SCHMIDT 
Indianapolis Power & Light Co. 
Indianapolis, Ind. 


Application of Accounting 
Principles 

W. G. CHRISTIE 

General Public 

Utilities Corp. 

New York, N. Y. 


Electronic Accounting Machine 
Developments 

E. D. COWLES 

The Detroit Edison Co. 

Detroit, Mich. 


Methods and Procedures 
A. B. WILSON 

Georgia Power Co. 
Atlanta, Ga. 


Uniform System of Accounts 
E. H. HEGMANN 

Duquesne Light Co. 
Pittsburgh, Pa. 


Transportation 
K. G. SCANTLING 
Duquesne Light Co. 
Pittsburgh, Pa. 


Technical Exchange for 
. Overseas Visitors 
HARVEY BUMGARDNER 

The Detroit 
Edison Co. 
Detroit, Mich. 


Public Relations 

P. V. HAYDEN 

The Connecticut Light & Power Co. 
Berlin, Conn. 


Residential Wiring Promotion 
J. F. ROBERTS 

Philadelphia Electric Co. 
Philadelphia, Pa. 


Advertising 

O. K, LEBLANC 
Louisiana Power 
& Light Co. 


New Orleans, La. 


Area Development 

R. P. LEE 

The Connecticut Light 
& Power Co. 

Berlin, Conn. 


Live Better Electrically Policy 
W. M. SHEPHERD 


Arkansas Power & Light Co. 
Little Rock, Ark. 


Market Research 

G. L. LAHODNY 

The Detroit Edison Co. 
Detroit, Mich. 


Sales Personnel & Training 


G. J. STEFFEN 
Union Electric Co. 
St. Louis, Mo. 








